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Tests prove that the heel bears up to 
85% of the body's weight and when ) / 
it is flattened in ordinary shoes, it 

CWE CL 


makes every step a shock. Cradle Heel 
Treds “cup” and “cradle” your heel, 
nt th t f lipping forward 
pprenierdvesti oot ss Somes The foot-health story of Cradle Heel Tred 
provide a true-mold socket for the vi- Footwear is convincingly easy for your 


tal weight-supporting heel-arch area. 
salesman to explain to the customer 


it is effective because it is based on 
a natural, logical theory of shoe con 


struction 


it is powerful-because the performance of 
Cradle Heel footwear sets a new record 


for maximum walking comfort 





It is your best footwear promotion to 
meet the increased demand for comfort- 


able shoes by active women of today 


WRITE FOR STOCK FOLDER 


CRADLE HEEL /,.-/ Sino 


MANUFACTURED BY 


SURADLE REST SHOE CO. 


1900 WASHINGTON AVE st tours mo 


DIVISION OF RICE~O NEILL SHOE COMPANY 














A amart new par of Mini cits wil rate you « late 
from any sew of the servion There ic a military qenek 
about ship dainty foot Hatreriag tipper that pats i away 
eat ta Grong of the stele parnde. ft comes in parrot colar, 
tee Phage ord ao snowy ceri white. may bee, agi others, 
Ask sey goed shoe stare on departunemt te dverw 
do the three dilerews bres uf Daniel Greras, 
Comdgvs, for the bedroom: freturables, bow your 
rnvdowe deur Onedaratilns, for all ovtdbeowes. 
Povke Ceeen On, Dolgeciile, New Dork 


DANIEL GREEN 
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In May, in color, appears in “Journal”, and “Companion” 








In June, in color, in “Journal”, “Companion™, and “Vogue” 


3 wavs TO STEP UP YOUR SLIPPER SALES 


Good things come in three’s—and so do Daniel 
Green’s three lines of Comfys, Indorables and 
Ouldorables for around-the-clock slipper selling. 


Comfys for the bedroom, /ndorables for dress-up 
leisure and Outdorables for all outdoors are fea- 
tured in every Daniel Green advertisement. 
Three magazines are ‘showing them, in color, to 
your best customers right now. Daniel Green 


DANIEL GREEN 


COMFYS e INDORABLES e OUTDORABLES 
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window material, counter cards and newspaper 

mats will give you a three-way tie-up with this 

biggest of all slipper promotions. 

Get ready to sell your share of the Summer slipper 

replacements and new business—especially in 

Daniel Green Ouldorables—that belongs to your 

store. Write for details today! 

DANIEL GREEN COMPANY, Dolgeville, N.Y. - 
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ViTA-TEMPERED STRONGER 
THE, SHANK IS A,BRIDGE 


. BETWEEN THE HEEL 
AND THE BALL 





The steel shank, like 
a bridge, is a functional, weight bearing 
structure. When “United” engineers V, f a -JEMPERE D 
adapted a newly developed heat treating 7 ‘ KS 
process to the tempering of shanks they in- Sreti SHAN 
creased the strength, hardness and tough- 
ness of the metal. Because of these im- An engineering achieve- 
provements and added metal vitality, the ment—important to the 
process has been called VITA-TEMPERING. shoe manufacturer be- 

Of importance to shoe manufacturers cause it means... 

are the accuracy of fit and uniformity of BETTER SHANKS! 
bend preserved by VITA-TEMPERING. 
VITA-TEMPERED Shanks coming from the 
furnace are clean — free of oil. Clean 
shanks make cleaner shoes and lower 
finishing costs. 
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UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Mes? 
Gus Yt 25 nurse knows 


Jw WHAT SHE WANTS, SO DO WE. 
OUR CLERKS ONLY HAVE TO SAY- 


hs made of LEVOR White Kic’ 


AND THE SALE IS MADE!” 


URSES definitely know what they 

want in duty shoes. Their feet tell 

them there’s nothing so kind, so helpful 
to efficient activity, as kidskin shoes. 


More and more shoe stores and shoe 
departments are getting into the year- 
round, staple and profitable nurses’ busi- 
ness. Most successful nurses’ shoe sec- 
tions concentrate on white kid models. 





LEVOR white kid is tops for nurses’ 
footwear and is the choice of retailers 
because more women want, and ask for 
this leather in duty types. ‘‘The Whitest 
White” kid is washable. . . easy to keep 
immaculate. Free cleaning instruction 
leaflets help customers prolong the life 
and beauty of shoes fashioned of LEVOR 
white kid. . 








K eep white kid shoes in the models and 
sizes you need and they’ll keep up your 
department! 





Nurse Margaret 
Aherne on the “7 


4 to 7 shift’ is fitted 

? to W. B. COON 
shoes No. 1309 by 
Jack Rothberg. 





A good pair of feet fo 
we emo wot it ( 
velop a ‘‘tallor 
TROUBLE SPOT bunion™ because q 
previous wrong sti 
and lack of room fe 
the 5th toe. This prob. 
lem is solved with W 
Free shoes No 








Nurses put in more foot hours per day than any 
other women, so you want to establish a friendship 


NURSES BUSINESS WOMEN with nurses, who influence many patients as to 
’ 9 


their footwear needs. Take particular care in giv- 
ing them W. B. COON shoes in white for duty; in 


D 7 F F N S F W 0 7 K + RS A N ) brown, blue and black for dress—on similar basic 
lasts for her comfort. 
More and more women are comfort minded and 


a @ 
H 0 l) S FW y F S _— want the defense against excessive fatigue ; defense 


against foot trouble. This is made possible with 
the scientific lasts of W. B. COON shoes and the 


superior shoemaking therein. 


FOR YOU CAN WALK AND WORK MORE Shoe stores have a war time duty to every 


IN customer. W.B.COON shoes are indispensable 
W s B. C 0 0 N S y 0 r S to their war time activities. 


LITTLE CHILDREN TOO- 


oa 





¢ 





Four little tots, Gerald, Fay, Irving 
and Richard—under the supervision 
of Nurse Aherne—are brought into 
the Markell store for fitting by 
Irving Silberbogen. If you catch 
foot trouble early, children can be 
restored to good posture, strong feet 
and healthy mobility. Shoes are 
sent all over the world from this 
store—the normal and correctives. 
Tarso Supernator shoe ts used for 
postural correction of fiat feet dis- 
comfort and the Tarso Pronator for 
club feet. These two famous shoes 
are manufactured and merchan- 
dised by W. B. COON COMPANY, 
to Mr. Markell’s specifications. If 
children coming into your store aré 
so troubled, write to the factory for 
information. 











.B. COON STYLES HAVE CONSTANT 
) NTRINSIC VALUES—AND ALMOST 
WO OBSOLESCENCE .. . 


The key to customer’s greater satisfaction comes out Godel cheese ens 
profit makers.” 


{ the comprehensive experience of Maurice Markell, 
oe merchant of 4715 - 13th Avenue, Brooklyn, N. Y. 
Give every woman a chance for a choice in several 


hoes. Don’t make her a one shoe woman. She will 
eunhappy if she can’t vary her foot dress. I’ve shown 

his customer six companion shoes to the one she selected 
all equally comfortable.” 


When a neighborhood store can attract more custom- 
5 “Carolyn E. Michaels, 
rs from New York, New. Jersey.and.Connecticut.than. : : - secretary, needs W. B. 
. . a “ “ COON Tri - Balance 
tgets locally in Brooklyn, it must be giving “something Shoe No. H 44 to con- 
9 . m ‘ trol rotation of heel 
lus.” A long line of foot prints of people with troubled 


and support the lon- 
eet finds W. B. COON shoes indispensable. Mr. Markell. 


gitudinal arch,” says 


By his fitting he is known—for Maurice Markell of 
brooklyn has shoe knowledge plus foot knowledge. He 
as chief chiropodist at Camp Meade, Md., in the first 
World War. His business has grown in war years, boom 
ears and depression years because it is built on a strong 


foundation. 


W. B. COON shoes—properly fitted and diversi- 
fied as to type and style—will bring you customers 
villing to pay for the best. 


For more information, write to SELECTIVE 
INSTOCK: SHOE SERVICE of the W. B. COON 
COMPANY. The boss is con- 


stantly on the fit- 
ting floor and has a 
7-point method of 
analysis of fitting 
needs, starting 
with both feet on 
the ground. 


Seven W. B. COON 
shoes are made avail- 
able to Miss Michaels 
for her style selection 
of W. B. COON shoes. 

















Boot and Shoe Recorder 



























We. do NOT regard this 
as a Seller’s Market 


Yes, the war makes it “easy” to sell shoes. Too easy, in fact. 
We may even find that we will be unable to supply you with 
all che shoes you want. 


However, we will not permit the situation of the moment 
to be reflected in our attitude toward our customers. To do so 
would, in our opinion, invite disaster. 


Instead, we have styled the Fall Matrix and Heywood lines as 
though we were trying hard to get business. The advertising and 
promotional program will continue with added aggressiveness. 


We are just as much interested in being competitive in 
these so-called “easy” days as we were when it was tough to 
get business. For Victory will come, and when it does we 
want you to remember that the House of Heywood stood 
solidly and cooperatively behind Matrix and Heywood retailers 
through the difficult days of the war. 


MEN'S FINE SHOEMAKERS FOR OVER SEVENTY-EIGHT YEARS 


AIRWOOD 
No. 255 


THE HOUSE OF HEYWOOD 


70 Winter Street, Worcester, Mass. 





©R SEVENTY-EIGHT YEARS 


MEN'S FINE SHOEMAKERS 





AIRWOOD 
No. 273 
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Black Be 


goes to war... 
it’sGallun’s famous 


Domino Calf 








War brings America to its feet — and Domino 
Calf to the fore . . . The same rich gleam and 
flawless finish which help the retailer in his 
battle for business leadership make Domino a 
natural choice for fine uniform shoes 
for both men and women (like the shoe 
for Army nurses, shown here). In time of 


war there is a trend toward conserva- 











tism in men’s apparel and in the daytime 
dress of busy women, an approach to the 
severe simplicity of the military uniform. 
The quiet dignity of Domino Calf makes it a 
natural choice for civilian shoes today . . . 
Chrome-tanned Domino Calf comes from 
the famous old house which has given you 
the leading vegetable tannages— Norwegian 
Calf, Cretan Calf, Eskimo Calf... So to 
win the patronage of discriminating folks 
(in uniform or out) order the 
Domino Calf numbers from leading 
manufacturers. A. F. Gallun & Sons 
Corporation, Milwaukee, Wisconsin. 


Norwegian Calf hand-boarded grain *& Cretan Calf smooth but not glazed *& Eskimo Calf water-resistant 
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Heevy Flexitte | 
Split Insole 








omen Pier 
Drew’s light-weight flexible welts, orthopedically correct, and 
smartly styled have earned an enviable reputation for unex- 
celled fitting qualities. An important number in the Drew line 
is the Arch Rest KUSHON Shoe which has an extended insole 
of finest wool felt, American Felt Mdse. #51018. The KUSHON 
insole gives comforting relief to quick-tiring and tender feet. 
The felt insulates against heat and cold and cushions against 


impact on hard pavement. 
American Felt 
TRADE MARK 


General Offices: GLENVILLE, CONN. 
Sales Offices at New York — Boston — Chicago — Philadelphia — 
Cleveland — Detroit — St. Louis — San Francisco 


PRODUCERS OF THE FINEST QUALITY SHOE FELTS FOR UPPERS, PLATFORMS, SOLES, INSOLES, 
HEEL PADS, TONGUE LININGS, BOX TOES, FILLERS, CUSHION INSOLES, LININGS, AND DOUBLER FELTS 
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DONALD M. NELSON, War Pro- 
ductions Board head, says: 

“History will record whether we 
have moved too fast or too slow in 
the drive to curtail civilian indus- 
tries and convert them to war pro- 
duction. 

“The goal of the WPB program 
is a sound but lean civilian econ- 


omy,” Mr. Nelson said, adding that 


ow VICTORY 
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no one yet knew how lean it can be 
but that it will “get leaner and 
leaner as the war program goes on. 
We’re taking away from the people 
things which make the standard of 
living but this is the way of total 
all-out war and the price of early 
victory. 

“Industrial ‘casualties’ in the con- 
version drive would be just as in- 
evitable as deaths on the battlefield 
but we hope there will be as few as 
possible.” 


* . oa 


E. C. SAMS, president of J. C. 
Penney Company, says: 

“In rapid merchandise turnover, 
in the possibility of adjustment as 
to personnel and some expenses, in 
the ample cash and sound working 
capital position, and in a recog- 
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nized able and loyal management 
staff in stores and central offices, we 
have tools to meet adverse condi- 
tions to a reasonable degree. One 
other factor to be kept in mind is 
that our business is almost entirely 
in what is known as soft lines or 
dry goods. While such lines are 
subject to dislocation because of the 
conditions, they should not ordi- 
narily, in such times, meet the ex- 
treme dislocation of other lines. 

“I have felt it fitting in the past 
to acknowledge and pay some 
tribute to the efforts and loyalty of 


our group of workers and our man- 
agement staff.~I feel it is particu- 
larly fitting this year. We have, as 
others, lost many workers. Efficient 
and capable new help has been very 
hard to obtain, as our stockholders 
can realize. Our sales in the face of 
this have spectacularly expanded. 
Our profits, we feel, will be satisfac- 
tory to our stockholders and, before 
taxes, the profits also reached a new 
all-time high. While, of course, we 
have necessarily and willingly in- 
creased wages to meet the increased 
living costs and competitive levels, 
I believe strongly that the high de- 
gree of loyalty and fidelity mani- 


fested by our workers contributed 
in no small degree to the results 
obtained. I again take this oppor- 
tunity to extend to both workers 
and management staff in stores and 
central offices my own appreciation 
and that of the directors of the 
company for their productive 
efforts.” 

















NATIONAL wartime policies of 
American business and industry 
will be declared at the Thirtieth An- 
nual Meeting of the Chamber of 
Commerce of the United States, to 
be held in Chicago, April 27-30. 
“Let’s Get It Done!”—the meet- 
ing’s main theme—will be the mo- 
tivating spirit and determination of 
more than 3000 delegates scheduled 
to attend America’s major annual 
convention of business men and 
industrialists. The delegates will 
represent 1700-odd chambers of 
commerce and trade and industrial 
associations, counting a combined 
membership of more than a million 
manufacturers, merchants, miners, 
millers and other business men lo- 
cated in every part of the country. 
Shoe men—members—shouldn't 





miss this convention for its broad 
visioning. 
- . * 

SAMUEL G. STAFF, president of 
the Julius Grossman-Fifth Avenue 
store; also president of the Shoe 
Retailers League, has been ap- 
pointed Co-Chairman-for National 
Foot Health Week by the Podiatry 
Society of the County of New York. 
The podiatrists will have a meeting 
on April 19 at the Pennsylvania 
Hotel and several government 
officials and leading foot specialists 
plan to encourage proper foot care 
among defense workers. 


LETS KEEP FEET 
FIT To WORK 
OR FIGHT / 





The call for the campaign, issued 
hy Co-Chairman Staff, is the Boot 
AND SHOE Recorper’s slogan: 
“LET'S KEEP FEET FIT TO 
WORK OR FIGHT.” Mr. Staff, 
who is a lecturer on shoe hygiene 
at the School of Podiatry, Long 
Island University, will be in charge 
of the relations and affairs com- 
mittee for the forthcoming drive. 

The importance of foot health in 
the country’s war production pro- 
gram will be stressed in an educa- 
tional program during the cam- 
paign. Various lectures have been 
scheduled by Mr. Staff for large in- 
dustrial plants, as well as for schools 
and universities. 

Podiatrists, shoe manufacturers 
and shoe retailers are joining hands 
in this annual national campaign. 
Window displays will be devoted 
to the concentrated drive as well as 
cooperative newspaper advertise- 


ments. 
* o ” 


OLIVER F. LeREAU, Secretary of 
the Greater Buffalo Shoe Retailers 
Association and Affiliated Shoe 
Trades, says: 

“ACT TODAY!! Fellow Shoe- 
men: The time is here for action. 
This Association has done consider- 
able work in sponsoring the N. Y. 
State Trade Diversion Bill, or N. Y. 
State ‘Fair Trade Law,’ outlawing 
all forms of trade diversion—such 
as cancellation shoe stores, selling of 
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SMILE — AND LIKE IT. 


© 


—Dick Borden, well known publicist, 
staged a “smile” contest at a 
recent New York Sales Executives 
Club luncheon meeting. 

—He called on ten men with smile 

ibilities to get up on the plat- 
lat and smile broadly. 

—A prize was offered for the best 
ae produced. 

—"'Now, before you tear up there 
to get the prize," said Mr. Bor- 
den, “I'll frankly warn you that 
at least nine out of ten smiles | 
have seen in such a contest turn 
out to be one of four things: 

“LL. A sneer. 

"2. A snarl, which would indicate that 
you dislike the people in the audi- 
ence intensely. 

"3. A forced smile which makes you look 
like a pained ant-eater. 

"4. An uneasy half smile such as you see 
on the face of a baby about to have 
a gas belch." 

—The winner won over the runner- 
up by "a twinkle and two crin- 
kles.”" 

—There's plenty of worries in this 
scrappy old world of ours to make 
a man fret, frown, and weep, but 
the man whe can smile, and really 
mean it, is an asset and an in- 
spiration—not only to himself but 
to all of us poor humans with 
whom he comes in contact. 

—Next time you feel like weeping, 
try to smile. 

—You might surprise yourself. 


£1 Teln 


President. 





shoes by industrial plants; fake 
wholesale selling rackets, etc. This 
law has teeth in it, and in the opin- 
ion of our attorney, Carl Hoffman, 
is the finest and most comprehensive 
law ever offered to any legislature in 
the U. S. A. 

“This bill is known as Senate Bill 
No. 1646, and Assembly Bill No. 
2014. NOW IS THE TIME SO DO 
YOUR PART. Write your State 
Senator and Assemblyman. AT 
ONCE, that you want this bill 


passed. Write them care Capitol 
Bidg., Albany, New York. DO IT 
NOW!” 
* a * 

RICHARD G. MEYBOHM, man- 
ager of the sales promotion divi- 
sion of the National Retail Dry 
Goods Association, commenting 
upon the likelihood that good stores 
will have to sell merchandise of a 
quality that does not fully measure 
up to their top standards, said: 

“Faced with such a situation, it 
looks as if customer information 
will be of vital importance. When 
you come right down to it, people 


don’t object to substitutes as such. 
Their resistance is based on a sus- 
picion that there is something un- 
derhanded, tricky or unfair about 
substitutes. But if they are fully and 
sincerely informed as to the char- 
acteristics, the merits and what is 
to be expected in the way of per- 
formance, they will probably accept 
them readily. 

“Stores facing the distinct pos- 
sibility of haying less to sell in units 
and variety should find it advan- 
tageous to trade up the customer to 
better grades of higher unit price.” 

© 4.3 


JOHN J. McCANN, advertising 
manager of the A. E. Nettleton Com- 
pany, Syracuse, N. Y., in an ad- 
dress before a class in advertising at 
the Syracuse University, called for 
simplicity, sincerity and candid ad- 
vertising copy. He said, too many 
advertisers indulge in “too much 
affectation” in their advertising 
messages, and recommended that 
students of advertising guard against 
the danger of “pose and pretence” 
in their copy. 

A pair of Lady Nettletons was 
awarded Clarice M. Rapport of 
Olean for her advertisement written 
for the Nettleton Company; while 
Peter S. Van Alas of Couderport 
was given a pair of men’s Nettletons 
for his advertisement. Honorable 
mention was accorded several of the 
students. 
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IMPORTANT NOTICE: — J. S. 
Knowlson, Director of Industry 
Operations, warns business and in- 
dustry that orders and regulations 
issued by the War Production 
Board must be strictly followed. 
“Official interpretations of pri- 
ority orders or regulations,” Knowl- 
son said, “are issued only over the 
signature of the Director of Indus- 
try Operations, the General Counsel 
of the War Production Board, or 





the Assistant General Counsel for 
the Division of Industry Opera- 
tions. 

“An explanation of an order, in- 
dicating the order’s application in 
a particular case, may be issued 
by the branch or section chief or 
other official to whom the admin- 
istration of the particular order has 
been assigned. 


“Interpretations or explanations 
issued in any manner not in con- 
formity with the above procedure 
are not official.” 


ee: 3 «2 


A. L. WEBSTER, broker in hides 
and skins in Chicago, a prime au- 
thority for the trend of hides, gives 
us a broad picture of hides and 
skins as they influence shoe pro- 
duction and a few impressions. 
Here they are: 

“Shoe production will continue 
large throughout the year, provid- 
ing the leather is available and 
leather can be made if the raw 
hides are on hand to make it. The 
answer to the hide supply depends 
entirely on the shipping situation, 
of which there is no certainty, but 
it would seem that this problem can 
be settled satisfactorily in the not 
far-distant future. The civilian de- 
mand will be large if shoes are 
available for purchase, but our 
civilian demand can be curtailed 
considerably if it is necessary and 
without hardship to anyone. 

“Civilians can do with fewer 
shoes, if necessary, and it must not 
be overlooked that as more of the 
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younger men enter the armed forces 
this sizable demand will be deducted 
from the civilian consumption. Brig. 
Gen. Robert M. Littlejohn of the 
Army Quartermaster Corps was 
quoted recently as telling the House 
Appropriations subcommittee that 
Army issue of shoes to new recruits 
is going to be reduced from three 
to two pairs. He stated that earlier 
issues had worn out faster due to 
the fact that some of them had 
been on hand for a long period in 
National Guard armories.” 


- * * 


H. J. KROTO, executive vice-presi- 
dent, general merchandise manager 
and a member of the board of direc- 
tors of the Cambridge Rubber Com- 
pany, recently rephrased an old 
saying. He changed “The more 
haste, the less speed” into “The 
more speed, the less waste,” thus 
neatly justifying his habit of tak- 
ing to the air on every possible oc- 
casion. During the year 1941, for 
instance, he traveled a grand total 
of 70,000 miles—entirely by air- 


plane. 
” o 7 


THE National Industrial Confer- 
ence Board, making a continuing 
study of the cost of living, finds a 
rise of 10.6 per cent in the last 
twelve months. The largest jump 
was in Syracuse, N. Y.—16.2 per 
cent and the smallest was 7.4 per 
cent in Newark. You can tell the 


public that the price of shoes hasn’t 
risen at that rate. 


- o * 


J. C. SIMMONS, president of The 
Southwestern Shoe Travelers, Asso- 
ciation, says: 

“I have been purchasing WAR 
SAVINGS STAMPS and giving 
them for tips. In each instance I 
have found they were appreciated 
more than a money tip of the same 
value. It works twofold: First, in 


* 


assisting our country in winning 
the war; and second, in aiding the 
receiver to start a WAR SAVINGS 
FUND. 

“The more I think of it the more 
enthusiastic I get, so I have re- 
quested the secretary to send a copy 
of this letter to all members, re- 
questing them to follow suit—GIVE 
WAR SAVINGS STAMPS FOR 
ALL TIPS. You can buy them most 
any place and in the proper de- 
nominations—I carry them in my 
wallet with a piece of waxed paper 
facing the glue on the stamps so 
they will not stick together. 

“Again I say, GIVE WAR SAV- 
INGS STAMPS FOR TIPS! BUY 
WAR SAVINGS STAMPS AND 
BONDS YOURSELF!” 


THA'S A 
GOoD 
IDEAR 


Boss 





“I'm so glad they're still using leather to make shoes. | was ofraid 
they would be paper or wood.” 





* Washington Newsreel » 


EFFECTIVE April 9, all maximum prices of leather, 
even though no sales were made during the ceiling price 
base period, Nov. 6-Dec. 6, 1941, must be in line with 
the general level during that period. In making this 
announcement OPA said that consideration will be 
given to the relative market value of each type, quality 
and grade of leather and to the class of purchaser. This, 
it was pointed out, will eliminate high prices out of 
line with the general market established by some sellers 
during the base period. 

There are important revisions made in this Revised 
Price Schedule No. 61, providing additional methods of 
determining maximum prices that may be charged for 
leather by tanners, jobbers, exporters and importers. 
Provisions also were made to permit sellers to have 
their price lists approved by OPA. 

There are other provisions making the prohibition 
and record requirements of the schedule applicable to 
the buyer as well as the seller, establishing an optional 
maximum price for jobbers, wholesalers or dealers, an 
optional method of determining maximum prices for 
export sales, the allowance of premiums over the maxi- 
mum prices on sales of leather tanned from imported 
hides or skins to cover increases in war risk and marine 
insurance, exemption from the schedule of sales to shoe 
or harness repairers as well as sales of chamois, reptile, 
ostrich and aquatic leather. 

A new feature in this schedule is the provision allow- 
ing sellers to submit their price lists to the OPA for 
approval as being in conformity with the leather sched- 
ule. After their initial lists have been approved, sellers 
must report any new items added to their lines or 
changes in quality, types of grades of their leathers, 
and obtain approval of these revised lists before such 
leather is sold. 

“When such individual price lists are approved by 
the OPA, sellers may act with full assurance that their 
prices are in conformity with the standards set forth 
in the schedule,” Acting Price Administrator John E. 
Hamm stated. “Equally important, moreover, is the 
fact that where such an interpretation of the schedule 
has been given by OPA to a seller, it will afford full 
notice to a buyer of the maximum price he can pay.” 

Certified copies of individual maximum selling prices, 
when approved by the OPA, must be kept in the prin- 
cipal office of the seller, filed at all branch offices and 
carried by all salesmen; who must show them at the 
1equest of any person to whom a sale or offer of sale is 
made, the Acting Administrator explained. 

In order to eliminate inequalities in prices charged 
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by jobbers, wholesalers and dealers, an amendment 
allows them to determine their maximum prices in a 
manner similar to the procedure prescribed for tanners, 
or have as a maximum the sum of: 

(1) The price paid for the leather, (2) transportation 
charges, and (3) a markup of 5 per cent of actual prices 
paid for leather, or 1 per cent per pound or per square 
foot or per pair of cut soles, whichever markup is 
greater. 

Under the optional method of determining maximum 

prices for export sales, this may be the sum of the 
permissible domestic price and a customary markup 
for the same type, grade, quality and quantity of leather 
to the same or comparable foreign market. This mark- 
up does not permit a greater profit on export sales, but 
only allows for extra costs involved, according to OPA 
officials. 
THE restriction by which WPB has taken control of 
80 per cent of all available stocks of manufacturers 
type cut outer and inner shoe soles of military weight 
and quality applies to all soles in the hands of manufac- 
turers, whether cut by them or not, as well as in the 
hands of sole cutters. 

The latest order (amendment to M-80) 
refer to finders type soles, such as those in the hands of 
shoe repair shops. The original order, early in March, 
provided that 80 per cent of the total new production 
of cut outer and inner soles of military weight and 
quality from both manufacturers and finders type of 
leather be set aside. The amendment extends the control - 
to inventories, as of April 4, of manufacturers type 
only. The order leaves 20 per cent of the top grade 
soles of military weight and quality (fine, semi-fine, 
imperfect fine, No. 1 scratch soles) and all of the lower 
grades (those below No. | scratch) for civilian use. 


does not 


” * * 


HAROLD CONNETT, Philadelphia, has been appointed 
chief of the newly created Goatskin Unit of WPB’s 
Leather and Shoe Section. Mr. Connett, an officer in 
the United States Army in the last war, has been asso- 
ciated with both domestic and foreign trading in skins 
and leather for 25 years. Mr. Connett is chairman of 
the Tanners’ Council of America. 


»— > 
ANGELS IN WHITE 


Where the Army goes, the army nurses are sure fo fol- 
low. In this case it is to Porto Rico, where these "Angels 
in White,” as the boys call them, ere stationed at a base 
hospital somewhere on the island. 
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NURSES” 
Shoe Market 


Booms in 


WARTIME 


THE nurses’ shoe market is enormously important this 
year. There is a serious shortage of registered nurses at 
the present time. Three hundred thousand to 400,000 
was the total of registered nurses according to a 1941 
survey. Recognizing the importance of an adequate 
supply of graduate nurses in the all-out war effort, the 
Government has taken two steps to remedy this de- 
ficiency. In order to increase the yearly graduation from 
30,000 to 50,000, Congress passed in 194] a special 
grant of $1,000,000 to enable the better nursing schools 
to enlarge their capacity with the object of taking more 
students and also to provide refresher courses for 
registered nurses who have not been actively working 
in their profession. Every effort is being made to avoid 
the mistake of the last war when students were rushed 
through their training by smaller, less well-equipped 
schools and were not properly qualified to do their 
work during the war and after. 


Recruiting Nurses’ Aides 
The second step taken to relieve the shortage of 
trained nurses is the campaign, launched thé first week 
in April, to recrait 100,000 volunteers for training as 
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Left, lower left, clockwise: Smart 
lines, fullttoed last make this a 
best selling nurses’ oxford. J. M. 
Connell. “Biggest” shoe in the 
Clinic line, Style 408 is made of 
fine reverse leather, with special 
type of white soles, heels and 
welting. Juvenile Shoe Corpora- 
tion. A _ popular perforated 
nurses’ shoe on 12/8 heel. Kalli- 
sten-iks Madam-ettes from Gil- 
bert. Built on a 12/8 heel with 
wide full last, this “Sky Hostess” 
is also sold for aviation hostesses. 
From W. L. Kreider’s Sons Mfg. 
Co., Ine. 


Above, top to bottom: Outstanding feature of this oxford 

is the last specially constructed to give room for the 

fourth and fifth toes. W. B. Coon. Built on a famous 

orthoepedic last with heavy serviceable outsole, this shoe 

has important features for nurses. Irving Drew. Plain toe 

5-eyelet oxford in sueded leather makes smart and prac- 
tical nurses’ shoe. Gale. 


nurses’ aides. These aides, after 80 hours of instruction 
and ward experience, will help to fill the gap by reliev- 
ing the graduate nurses of many minor duties. These 
women, between the ages of 18 and 50, will broaden 
your market for nurses’ shoes by as much as 100,000 
new gustomers if the campaign reaches its expected 
goal. It is a field of volunteer patriotic work appealing 
to many women. 

In addition, there are many other women and girls 
who may become customers for nurses’ shoes. Women 
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An Enlarged Market of 120,000 New Customers for Nurses’ Shoes Is 
the Logical Expectation for the Coming Year. The Present Goal of 
50,000 Graduates Annually from Nurses’ Training Schools and Hospi- 
tals Is an Increase of 20,000 over Peace Time Figures. Active Recruit- 
ing of 100,000 Additional Nurses’ Aides Is Now Being Conducted as 
Means of Making More Trained Nurses Available Where Most Needed. 


by ELEANOR RUTLEDGE 


Right, lower left, clockwise: Pop- 
ular style, the “Clara”, made over 
Research 88 Last, 12/8 Cuban 
heel. Vitality. Patented plastic 
arch is important feature of this 
oxford; on 12/8 heel. Conformal, 
Division of International. Ali the 
famous Foot Rest features in this 
shoe, 124%4/8 heel. Krippendorf- 
Dittman. This Foot Saver Nurses’ 
shoe built over Shortback last. 
Julian & Kokenge. Special fea- 
tures in this shoe include cush- 
ioned metatarsal, two eyelets for 
ventilation on instep. Natural 
Bridge. 


Above: Officially adopted for U. S. Army Nurses is this 
white kidskin shoe with smart seamless vamp. Lowell. 


Lejt, top to bottom: This shoe is built over the “58” last, 
specially created by the manufacturers. E. P. Reed. 
“Duty”, a welt shoe, is built over Last 68 on a 12/8 heel. 
Completely unlined it is a cool, soft service shoe. Enna- 
Jettick. The seamless vamp and quarter give this Official 
Girl Scout Health Shoe a smart look. Brown Shoe Co. 




















Uncle Sam needs nurses and 

he needs nurses’ aides, too, in 

his all out fight against tyranny 
and human suffering. 


Right, lower left, clockwise: 
Smart lines and comfortable 
last makes this Walk-Over 
welt on a 12/8 heel a popular 
style. George E. Keith. Prac- 
tical sturdy leather with per- 
forations in this “Hobo” from 
Roberts, Johnson & Rand. 
Registered S. O. S., A-104, 
nurses’ oxford in washable lea- 
ther with white soles and heel, 
12/8 heel. Spalsbury-Steis- 


Deevers. 


standing long hours at their work . . . elevator girls, for 
instance, of whom there is a growing number . . . will 
like the exceptional comfort features, as well as the 
smart workmanlike look, of these shoes. Since the 
best selling shoes in the lines are available in black and 


Classification of Nurses According to Duties 


These percentage figures were supplied by the American 
Nurses’ Association, Inc., and were based on their 1941 
total membership of 178,017. This membership of nearly 
200,000 constitutes approximately one half the total 
nuinber of registered nurses in the country and is, there- 
fore, a good cross section of the total distribution of 


qualified nurses. 


sometimes in brown, as well as in white, many tastes can 
be satisfied. Production problems, due to priorities, are 
being met by manufacturers as the need arises. One 
manufacturer reports a plan to change from white soles ~ 
and rubber top lifts to black. Another says that the 
continuance of white ivory leather heels is problematic. 
Still another manufacturer writes us that he expects 
a trend toward dark brown specter leather heels and a 
greater demand than ever before for covered wooden 
heels. Changes come very rapidly and sometimes un- 
expectedly these days, so the shoes we show here may 
have a somewhat different appearance before long. The 
essential features will, however, be continued and an 
exceptionally good year for the makers and retailers of 
nurses’ shoes lies ahead. 


Left: 8634 white kid blucher suitable for male 
nurses. From Connolly. Conductive shoe with 





Boot and Shoe Recorder 





Upholds Quality Tradition 
Through Three Generations 


Mr. Belfield and his son, Win, who became associated with his father five years ago and is now 
handi 


store manager and merc 


user. 


AND STEIGERWALT'S, OF PHILADELPHIA, NOW A FATHER AND 

SON BUSINESS WITH T. DUN BELFIELD AS DIRECTING EXECUTIVE, 

FINDS FOOTWEAR OF SUPERLATIVE QUALITY IS STILL APPRECI- 
ATED BY A DISCRIMINATING CLIENTELE. 


THREE generations have been represented in Steiger- 
walt’s famous retail shoe establishment in Philadelphia. 
In 1876 W. H. Steigerwalt opened the store which still 

ears his name, in partnership with Colonel Theodore 
West; the business at that time was called West & Com- 
pany, and then, as now, the store specialized in quality 
merchandise. Shortly after the opening, the store was 
destroyed by fire, and Mr. Steigerwalt opened his own 
shop at 1015 Chestnut Street, calling it the Steigerwalt 
Boot Shop. 

The business was so successful that in 1903 and 
again in 1914 it had to move into larger quarters. Mr. 
Steigerwalt’s son-in-law, T. Dun Belfield, joined the 
organization in 1914 as general store manager. He be- 
came directing executive in 1924 when the store moved 
once again to 1528 Chestnut Street where it owns the 
property now occupied. 

Mr. Steigerwalt died in 1925, and Mr. Belfield is now 
head of the business which iswoperated as a partnership 
between Mr. Belfield and the Steigerwalt estate. Five 
years ago his son, Windsor Belfield graduated from 
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Williams College and entered the business. He is now 


store manager and merchandising man for the organi- 
zation, which sells both men’s and women’s shoes. 


MR. BELFIELD has observed marked changes in the 
shoe business, both manufacturing and retailing, even in 
the period that he has been connected with Steigerwalt’s. 
Many of the fine old firms engaged in the manufacture 
of quality footwear when he became connected with the 
firm are no longer in business. While the quality field is 
restricted to fewer firms than formerly, Mr. Belfield ex- 
periences no difficulty in procuring merchandise to 
measure up to the exacting standards of his very exclu- 
sive clientele, nor does he find his public any less appre- 
ciative of the advantages of shoes made to the most 
exacting standards in materials and workmanship. He 
sells the finest quality of English-made shoes for men, 
as well as those made on this side of the Atlantic, and 
expresses the greatest admiration for the way in which 
English makers have managed to “deliver the goods” 
in wartime, even in the case of special orders. 





MIAMI 
HIGHLIGHTS 


hours. And so this past season has found a great many 
men on the streets in such outfits. 

Some fine stripes are evident in sports jackets, but 
by far the most popular, according to shops where they 
have been sold, are the plaids. Men will match the 
colors in a plaid jacket with several pairs of slacks, say 
salesmen. They also report that the day of matched en- 
sembles is over, for the present at least. Practically 
every shop reports that while business in this line of 
merchandise has not exceeded that of a year ago, it has 
still been “tremendous.” 

For business wear there has been a trend toward a 
rather Lght blue; navy is not so much in the picture. 
Green has been very quiet and a lot of tan and grey is 








selling. Beige, which was expected to be popular, as 
it is a leader in all lines of women’s apparel, has not 
been so much in demand as has brown. One of the best- 

[TURN TO PAGE 33, PLEASE] 





Bob Bowman, of Chicago, above, wears 
straight tip blucher oxfords in brown and 
white combination with his contrasting 
leisure costume. Less white’ is in order. 


Mr. Durocher, again, below, this time 

with his jacket and slacks ensembie 

reversed, wears brown and white wing 
tip combinations. 


Leo Durocher, of “Brooklyn's 
Own,” picks the brown and white 
combination Norwegian moccasin 
for wear with his white shetland 
jacket and brown flannel slacks. 


MINGLING with uniforms of service men and the quiet, 
drab business su.ts, the streets in this locality—Miami 
and Miami Beach—have been traversed by men in 
rather colorful garb. There has not been anything that 
might be termed brilliant in hue this season as was the 
case a few years ago when men took to pink and red for 
their leisure clothes, but there is a very definite gay 
tone to the new le.sure or loafer outfits. Men seem to 
like these new t2rms, “Loafer” or “Leisure”; they have 
an appeal that meets a present day need and really 
sounds better than “play clothes.” A busy man, when 
he is off duty, wants something different for his leisure 








IN MEN’S SUMMER STYLES 


The Growing Importance of Sportswear Has Re-Iin- 

troduced Color to the Men's Style Picture. This Has 

Been Increasingly Felt in Men's Summer Shoes and 

This Past Resort Season Has Proven the Need for 

Comfortable,-Good-Looking and-Colortul-Footwear- 
to Complement these New Leisure Costumes 


Jack Oakie, movie comedian, right, also picks 
the brown and white combination in the popu- 
lar wing tip pattern for wear with his rough- 
weave, plaid sports jacket and contrasting slacks. 


Charles Dressen, above, shows again the popu- 
larity of the brown and white wing tip combina- 
tion in the Summer sport shoe picture. 


The Mexican huarache is an important shoe in the 
leisure field, worn here with glen plaid slacks and 
dark, rough weave linen jacket. 








































Plan a 


“Freedom Week" Pian Urged 


The Boot and Shoe Recorder is sug- 
gesting to retailers a plan to desig- 
nate the week prior to July 4 as 
“Freedom Week", decorating store 
windows in red, white and blue as 
@ means of encouraging the war 
effort in every community. Cash 
prizes for the best and most patri- 
otic window display will be an- 
nounced. , 


The above appeared as a 

news item in the New York 

Herald - Tribune, April 7, 

1942. Press releases were 

sent to newspapers through- 
out the country. 


EVERY SHOE STORE CAN SERVE AMERICA 


INDEPENDENCE DAY, July 4, 1942, should and will 
have a deeper significance to all Americans than any 
other Fourth of July within the memory of the present 
generation. The war, and the issues involved in the 
war, bring into sharp focus the meaning of that Liberty, 
Freedom and Independence which Americans cherish 
and which is so inextricably associated with the Fourth 
of July. It is fortunate that this is so, for by arousing 
in the minds and hearts of the people a greater appre- 
ciation of the blessings of liberty and independence, 
this great American holiday can be made to serve the 
interests of the nation in the mighty effort to preserve 
its priceless heritage. It is the firm conviction of Boot 
AND SHOE Recorper that shoe merchants, through their 


close and friendly contact with the public, can con- 
tribute immeasurably in helping to improve national 
morale and national unity by promotion of better ap- 
preciation of the true significance of Independence Day. 

Boot anp SHOE Recorper believes that the great 
movement to crystallize sentiment and galvanize Amer- 
icans everywhere into greater individual effort to help 
win this war should enlist the co-operation of the 
nation’s patriotic, promotional-minded merchants from 
coast to coast. 

To that-end we suggest to retailers everywhere, in 
every city and-hamlet and trading center, that they unite 
in designating the week prior to, and including July 4, 
as Freedom Week, cooperating in every possible way to 
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build up enthusiasm and to encourage intensified war 
effort in every community. 

Call it flag waving, call it ballyhoo, call it what you 
will—we know that Americans respond to it. Why do 
cheer leaders at a football game call for “Fight, fight, 
fight” when their team is on the spot? Why does a 
sales manager strive to “pep up his boys”? Why do 
we in our promotions so generally appeal to the emo- 
tions? Because every one of us responds with greater 
effort when the appeal is dramatized, symbolized and 
sloganized. 

We're in the midst of a machine age war—a mecha- 
nized war that demands saving and serving as we have 
never before saved or served. Very few are holding 
back individually. But, most of us are not doing ALL 
we can to go all out for victory! We save our cans 
and tubes. We accept priority shortages. We join 
Civilian Defense units. We all WANT to save and 
serve, but— 

WE NEED SOMETHING to set our nerves tingling, 


Patriotic Window for 
FREEDOM WEEK... 








June 27 - July 4, 1942 






our hearts beating faster—a battle cry that rallies us— 
that cheers us—that rouses us to a high pitch of en- 
thusiasm—that makes us feel, and keeps us feeling, 
that this war is every single individual’s BIGGEST 
JOB, no matter how he may serve! 

We need bands. We need parades. We need flags 
flying. We need anything and everything that will 
crystallize and dramatize the thing we’re fighting for— 
FREEDOM. Our freedom—WORLD freedom. And 
RECORDER believes that the merchants of America work- 
ing together can do the job in a big way—getting the 
cooperation of every person and every organization in 
the community to make FREEDOM WEEK the biggest 
show of Americanism that your town has ever known! 

One important way in which the individual store can 
cooperate is through.the use of red, white and blue in 
window backgrounds that dramatize the theme of Free- 
dom Week. While the flag cannot be used for a com- 
mercial background, it can and should be flown from 
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A suggested window display 
idea is shown here. Window 
is framed in blue with white 
stars, strips being edged 
with red and white rope. 
Background uses reproduc- 
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LET'S ALL 00 MORE AND MORE AND MORE 
THAT'S THE WAY TO WIN THIS WAR : 
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The Editor's 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Be Prepared 


How fiexible are you in your business thinking? If 
it has been your habit, custom and tradition to have 
fixed ideas and a regular mode of operating—boy, are 
you in for a rude awakening! 

Many a man sits at his desk, pushes a button and 
expects to see a long line of salesmen, one after an- 
other, bow themselves in and out to his “Nothing today.” 
All he had to do before was to crook his finger and he 
had all the supplies in the world at his beck and call. 
If he was one of those “top dogs” in the retail trade, he 
was given the first flash of a new fashion, concessions, 
commitments and “confinements” for a period of time 
—so that his royal name might be talked about all over 
the country as “So and So sponsors this material, etc., 
etc.” 

Today that Lord High Factory Pooh-Bah isn’t pushing 
the button for a full waiting room of supply people to 
pour in on him. Nor is that Lord High Executioner, 
the lofty shoe buyer, getting the ovation of adulation 
and advertising money that he had before, for we have 
reached the day when, if you want a material and you 
can’t get it, you’ve got to get something else—even a 
substitute of a substitute—an alternate for an ersatz— 
and you’ve got to go out and dig for it. In a world 
where every material is “critical” and every material is 
“vital” and every material is bound up in the red tape 
of war, you are a miracle man if you can get even the 
simple ingredients that go into simple shoes. That’s 
the situation today and tomorrow. 

Now, let’s put the thing right on your own door step. 
How much ingenuity have you used in the last six 
months? How much thinking ahead have you done in 
case lightning hits you? Supposing you don’t get pretty 
little lah-de-dah shoes that have been “pull-over con- 
fections” and your business has been 85 per cent in that 
direction? Well, you're going to learn to sell something 
else—a little more useful, a little more interesting to 
people who play a part in living in a war America. That 
is, providing you have resources from whence you can 
get these shoes. 4 

So, the first thing to do is to look to your business 
connections and to develop a team work with your shoe 
manufacturers so that you both can weather the storm. 

Tell me, if you will, how much time and thinking 
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have you been putting into children’s shoes? If that’s 
been a neglected part of your business, give it some 
concentrated attention right here and now. Children are 
going to be given footwear, no matter what happens 
to anybody, anywhere. That’s part of the American un- 
derstanding of futures. These shoes are going to be 
more of leather than they are of rubber and they are 
going to wear out quicker and no matter what Wash- 
ington says, there’s going to be a bulge in children’s 
leather shoes—whether they like it or not. Take rubber 
away from children’s shoes—and you face a real prob- 
lem. 

Speaking broadly, as shoe men operating shoe stores 
and shoe departments, you haven’t been doing so well 
by children. You may not like us to tell it, but we are 
not blind to the fact that infants’ and children’s apparel 
shops all over the country have had a sunny harvest of 
children’s shoe business and most of it has been over- 
the-counter. Some of these new and smart children’s 
shops have sent in orders to factories that would make 
en ordinary shoe store or shoe department gasp in 
amazement at the new-found market developed by these 
shops. 

If it has been a case of where you've been putting | 
85 per cent of your attention into fancy footwear for 
feminines and then 14 per cent of your time into casuals 
and men’s shoes and only 1 per cent of your time into 
the children’s end of your business, then you need a 
change in your sense of proportion and timing. The 
one division in the trade that shows the greatest oppor- 
tunity for progress in the next short cycle of time is the 
children’s field. You'll thank us for putting the em- 
phasis upon it. 

Now, for another money making idea—pooh, pooh 
it as you may: All I’ve got to say is that if you don’t 
have people coming into the front door of your store, 
you'll have to close that door. You've been sitting 
pretty with your selling so far and we hope to high 
heaven it continues. Supposing things do get much 
tougher—are you prepared to do some kind of extra 
business, somehow, to make running expense money? 
Our suggestion is—explore the area of service that a 
shoe store can render in the repair and care of shoes. 


[TURN TO PAGE 31, PLEASE] 
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FLUORESCENT 
BANNED 


JUNE 2nd 


WPB ORDER L78 — Only orders bearing A-2 or better rating may be filled after June 2, except for maintenance or repair. 


MUST SACRIFICE 
ENTIRE STOCK 


Before “‘STOP” Date 


622% or, 


WRITE FOR Thousands of “Long” Fluorescent Lights are 





CATALOG in satisfactory use throughout America. Five- 
day trial guarantees satisfaction. Our compre- 

TODAY hensive catalog shows 88 Beautiful Models... 
tells how to order. No new wiring required. 
Easy to install. Cut light bills50%. Remember, our sacrifice discount 
is below wholesale prices. Take advantage of this big money-saving 
opportunity at once. Time is short. Write for Catalog today, sure! 











W. H. LONG COMPANY « 425 North Clark Street, Chicago 


Est. 1911 © 3) Yeors of Guoranteed Customer Satisfaction 


YOUR LAST CHANCE 


FOR THE DURATION « ACT QUICK! 
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W omen style reporters listen to Stanley Marcus (back to camera) as the head 
of the WPB Women’s Apparel Section explains the Government’s new order. 


War Needs Simplify Women’s Styles 


DESIGNED to simplify, not to regiment, the new re- 
strictions issued by the War Production Board have 
been thought out with exceptional intelligence, wisdom 
and justice to all concerned. Specified measurements 
for all types of clothes include length and circumference 
of skirts, depth of hems on skirts and sleeves, etc. 
There are a good many definite don’ts, curtailing cer- 
tain types of very full sleeves, the number of patch 
pockets on jackets, and so on. 


Shoe Industry Different Problem 

Such specific regulations could not be applied to the 
making of shoes without an enormous amount of difh- 
culty, if even then. Shoe manufacturers face the prob- 
lem in a different way, but face it they do and, as the 
months roll on, they, and the public, will become in- 
creasingly conscious of their restrictions. Metals such 
as steel for shanks, buckles and ornaments and brass 
for buckles, eyelets and nailheads, are no longer avail- 
able. Rubber for elasticized backing, for goring, for 
soles, for cement, is growing scarcer and scarcer. Cork 
for soles and for fillers is now cut off. Fabrics con- 
taining either wool or rayon more and more difficult to 
obtain. Sole leather . . . one of the most drastic cur- 
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tailments. Upper leather, too, although lighter leathers, 
not suited to military shoes, are still available. Kidskin 
becoming scarcer as our stock shrinks and imports from 


India become a thing of the past. Chemicals for dyes‘ 


becoming scarce in certain colors. 

What does it all add up to? Simplification? Yes. 
Ingenuity? Yes. Regimentation? NO! Not if there 
is any inventiveness or courage or determination left in 
the members of Our Industry. There is no reason to 
fear regimentation of shoe styles to the point where all 
feet look alike so long as leather can be cut into dif- 
ferent sizes and shapes to vary patterns. 


General Limitation Order L-85 Recently Issued 
in Washington Regulates Women's and Children's 
Garments to Conserve Fabrics and Prevent Style 
Obsolescence. The Shoe Industry, Not Included 
in the Order, Will Be Obliged to Follow the Same 


General Course Due to Shortage of Materials. 
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For Additional Sales Appeal 
Keen Merchants SS hp icnizy 
| ¢ 


PERFORMANCE VALUE. 


8736—White Bal, Tan Perfo 
rated Tip and Foxing, Oak 
Sole, Grain Insole, Leather 
Heel, A,B,C,D, 6-12. 

S737—Same as 8736, except 
Two Tone Tan. 











Men's shoe selling is a highly competitive 
business, and your ability to “give the cus- 
tomer something more” is the certain way to 
make more sales and real dividends at the 
fitting stool. That’s why Johnsonian has made 
so many friends so quickly among shoe mer- 
chants. They call this “plus” Johnsonian 
Performance Value, and they demonstrate 
Johnsonian superiority in Style, Workman- 
ship and Quality Materials easily and profit- 
ably to their customers. The real Johnsonian 
Performance Value is demonstrated to the 
customer's satisfaction in the months of long 
hard wear, to which American men subject 
them. The Merchant at the Fitting Stool, and 
the Man on the Street agree that here’s a new 
high in what the customer gets for his shoe 
dollar. Investigate Johnsonian today. 


Johnsonians are Sanitize d 


JOHNSONIAN DIVISION Westar: Oise wat 
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Department of Commerce Reports Flocks and Herds in 


United States in a Much Better Position, Both as to 


Quantity and Quality, While Leather Productien In- 


creased 10 Per Cent in January and February over 


Corresponding Months Last Year. 


RAW materials used in leather manv- 
facture as well as the production of 
finished leather in the United States 
are increasing, as the nation steps up 
its shoe production to take care of in- 
creased needs of the armed services 
and also provide for the shoe require- 
ments of the civilian population. This 
favorable development is indicated in 
an article written by J. G. Schnitzer, 
assistant chief of the Leather and 
Rubber Division in the Bureau of For- 
eign and Domestic Commerce, United 
States Department of Commerce, which 
appeared recently in the department’s 
publication Domestic Commerce. 

At the same time Mr. Schnitzer 
pointed out that shoe manufacturers 
have been urged by ‘the War Produc- 
tion Board to use less leather in the 
manufacture of each pair of civilian 
shoes. He is fully convinced that the 
time is here to cut down on the amount 
of upper leather as well as sole leather 
that goes into every pair of shoes for 
civilian consumption. Leather is nec- 
essary in so many military items that 
none of it should be wasted, Mr. 
Schnitzer emphasized. Specifically, 
shoe manufacturers should abandon 
unnecessary stylings, as shoes can be 
made as attractive without waste of 
leather so urgently needed for our 
armed forces. 

“Flocks and herds in the United 
States are now in a much better posi- 
tion; in both quantity and quality, 
than for many years past,” Mr. 
Schnitzer observes. “This fact, in 
view of recommendations of the De- 
partment of Agriculture that animal 
slaughter be increased materially, indi- 
cates further expansion in the domes- 
tic hide and skin production in 1942. 

“Production of cattle hides in Feb- 
ruary totaled 1,400,000. Although this 
total was somewhat smaller than that 
for either January or December, it was 
slightly above the 194} monthly aver- 
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age. Present expectations are that pro- 
duction of hides in 1942 will exceed 
by more than 15 per cent that in 1941. 

“Slaughter of calves was not as 
great as estimated for February, but 
was somewhat larger than a year ago. 
Actual production amounted to about 
700,000, but should increase during 
the coming months. 

“A greater number of sheep and 
lambs will probably be slaughtered this 
year, and it appears that the 194] rec- 
ord lamb crop may be exceeded. The 
killing of slightly more than 2,000,000 
sheep and lambs in February repre- 
sented a higher production of such 
skins than in the previous month or a 
year ago. 


Tanners Replenish Stocks 


“Tanners replenished their stocks of 
cattle hides, so that on the Ist of Feb- 
ruary their supplies were 30 per cent 
above those of a year ago. Raw-hide 
inventories in all hands were 15 per 
cent greater. As compared with their 
position a year ago, stocks of raw 
calfskins declined by 3 per cent. 

“Because of the difficulty in obtain- 
ing suitable calfskins, tanners have 
acquired larger stocks of kips, such 
supplies on the Ist of February being 
125 per cent greater than a year ago. 
Goatskins and kidskin supplies on Feb- 
ruary 1 were about 15 per cent higher 
than last year, while stocks of raw 
sheepskins and lambskins were 35 per 
cent higher. 

“A step to increase shearling sup- 
plies was taken by WPB on February 
16, when an order was issued pro- 
hibiting the pulling of wool from any 
freshly flayed or salted sheepskin 
when the wool is 2 inches or more in 
length and has a Bradford wool count 
of 48 and up. The same order makes 
permanent the provision in the previ- 
ous regulation making available for 
military requirements the entire shear- 


J. G. SCHNITZER 


Assistant Chief, Leather and Rubber 
Division, Bureau of Foreign and Domes- 
tic Commerce. 


ling supply, but it releases for civilian 
use shearlings previously frozen which 
do not meet military specifications as 
originally defined. 

“Tanners are now more inclined to 
purchase materials which can replace, 
even in part, types formerly employed. 
Domestic production of chestnut, oak, 
and hemlock extracts is expanding. 

“Further restrictions on the use of 
chrome derivatives for tanning will not 
adversely affect leather production as 
they would have done a year ago. The 
industry has made considerable re- 
search, and results have been favor- 
able. More efficient use of chrome ma- 
terials now permits larger production. 
Furthermore, the use of other materials 
in connection with chrome actually 
reduces the amount of the latter now 
required. 

“Mangrove extract produced from 
the bark of Florida mangroves may 
become an important factor in the do- 
mestic tanning-material trade. A sur- 
vey has been started to determine the 
feasibility of economic production of 
mangrove extract in Florida. The For- 
est Service is collecting, from various 
parts of that state, samples of man- 
grove bark which are to be analyzed 
for tanning content. If the results are 
favorable, further study will be made 
of the possibility of commercial pro- 
duction and distribution. 

“Reliable trade. estimates indicate 

[TURN TO PAGE 30, PLEASE] 
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February Shoe Production Shows Increase 


Output 3.4 Per Cent Higher than Total for February, 1941, 
also Slightly Greater than January Figure, 1942 


WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber for February, 1942, amounted 
to 40,006,504 pairs, according to a 
monthly release by the Department of 
Commerce, Bureau of the Census. This 
figure was 0.4 per cent higher than the 
39,827,550 pairs which were produced 
in January, and 3.4 per cent higher 
than the 38,681,866 pairs produced in 
February, 1941. Production for Jan- 
uary and February came to 79,834,054 
pairs, an increase of 5.1 per cent over 
the figure for the first two months in 
1941—75,964,611 pairs. 

2,136,015 pairs were produced for 
the government, including dress-type 
and work-type, compared with 2,223,050 
pairs which were produced in January, 
and 1,128,169 pairs in February a year 
ago. Production of government shoes 
for January and February, 1942, 
amounted to 4,559,065 pairs, an in- 
crease of 104.3 per cent over production 
for the same period in 1941 of 2,231,595 
pairs. 

Production of men’s shoes, both dress 
and work, in February, 1942, came to 
9,366,886, a slight drop from the 9,- 
870,539 pairs which were produced in 
January of this year, but a decided in- 


crease over the 8,880,835 pairs which - 


were manufactured in February a year 
ago. For the first two months of 1942 
production in this classification amount- 
ed to 19,237,425 pairs, an increase of 
6.6 per cent over the figure for the 
same period in 1941—18,051,741 pairs. 

Youths’ and boys’ shoe production 
reached a high of 1,409,640 pairs in 
February, from 1,393,264 pairs which 
were produced in January and 1,260,- 
032 pairs which were produced in Feb- 
ruary, 1941. 2,802,904 pairs were pro- 
duced in January and February, 1942, 
7 per cent higher than 2,619,442 pairs 
produced in the corresponding period 
in 1941. 

Production of women’s shoes in Feb- 
ruary dropped slightly to 15,313,531 
pairs from the 15,460,931 pairs which 
were produced in January, again a de- 
crease from the 15,932,089 pairs pro- 
duced in February, 1941: Production 
of women’s shoes for January and 
February came to 30,774,462, 0.1 per 
cent higher than the figure for Janu- 
ary and February, 1941, of 30,748,581 
pairs. 

Misses’ and children’s shoe produc- 


tion fell to 3,631,046 pairs in Febru- . 


ary, 1942, from 3,805,475 pairs in 
January and 3,973,280 pairs in Febru- 
ary a year ago. Production for the 
two months in 1942 was 7,436,521 pairs, 
a decrease of 5.8 per cent from 7,892,- 
945 pairs produced in the same period 
last year. 

2,061,608 pairs of infants’ shoes were 
produced in February, again a decrease 
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from 2,145,678 pairs produced in Jan- 
uary, but an increase over the 2,021,- 
109 pairs produced in February, 1941. 
4,207,286 pairs were produced in Jan- 
uary and February, 1942, 0.8 per cent 
lower than the 4,243,110 pairs produced 
in January and February, 1941. 


Chevillat Superintendent 
At Blum Plant 


RocHEsTer, N. Y. — Paul Chevillat, 
who was for several years stylist with 
C. P. Ford & Company, manufacturers 
of women’s footwear, has been made 
superintendent of the Blum Shoe Manu- 
facturing Company at Dansville, N. Y. 
Since the Ford firm ceased manufac- 
turing shoes here, Mr. Chevillat had 
been designing shoes in the Middle 
West. 


Pickens to Close Business 


ANACORTES, WASH. — After. conduct- 
ing his Buster Brown Shoe Store here 
for the past 22 years, Charles E. Pick- 
ens is now retiring from business and 
has launched a big close out of his stock 
of footwear as well as fixtures of this 
store, as he prepares to terminate his 
shoe retailing affairs at an early date. 


Change Children’s Shoes Often 


KEoKvuK, Ia.—William J. Reddy, 
speaking recently before the Unity 
luncheon club, said that it was necessary 
that children’s shoes be changed fre- 
quently to keep pace with growing feet. 
He also told his audience that 8%-C 
has replaced 7-C as the most popular 
size for men, indicating that the male 
foot has either grown or that comfort 
is what the wearer wants. 











GRATEFUL FOR 
PROFIT-SHARING PLAN 


Harvey P. Hubbell 


HEALTH SPOT SHOE SHOP 


426 LOUISIANA ST. 
LITTLE ROCK, ARKANSAS 


To the opportunity which the 
Health Spot Shoe Shop plan of- 
fered him, Mr. Hubbell con- 
tributed his enthusiasm, ambi- 
tion and the sincere desire to 
make good. 

The satisfaction that he has 
gained is expressed in the state- 
ment he recently made, that “My 
association with the Health Spot 
organization has been the hap- 
piest and most successful of my 
life.” 

Recognizing that the Health 
Spot Shoe Shop plan offered him 
a most unusual opportunity, Mr. 
Hubbell was willing to make the 
most of it with sincere, con- 
scientious effort. 

This is the story of successful 
Health Spot Shoe Shop oper- 
ators all over the country—men 
who are capitalizing on their 
ability for the first time, and 
making more money than ever 
before. 


NO INVESTMENT REQUIRED! 


The Health Spot Shoe Shop plan 
assures the operator of a regu- 
lar salary PLUS a liberal share 
of the profits, with no invest- 
ment required. 

Opportunities are always open- 
ing up for capable men to oper- 
ate Health Spot Shoe Shops. 
Send for application blank to- 
day. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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that leather output during January 
and February was about 10 per cent 
higher than in the same months last 
year. The industry continues to oper- 
ate at about 95 per cent of capacity 
on a 40-hour week, with more and 
more firms working overtime in order 
to catch up. The strongest demand is 
for military leather, especially sole. 

“Tentative style programs with re- 
spect to colors in leather are being con- 
sidered, with strong indications that the 
range will be appreciably lessened for 
Fall. A readjustment of buying prac- 
tices may be expected shortly so as to 
ease the Jeather market situation and 
to reallocate leather stocks. 

“There was a slight increase in em- 
ployment in the tanning industry in 
February to about 15 per cent above 
a year ago. Slight gains have been 
recorded in the number of women em- 
ployed in tanning during the first two 
months of 1942. Most labor agree- 
ments signed within recent months 
have the “escalator” clause geared to 
the cost-of-living index. A few firms 
have already granted wage increases. 

“Present expectations are that the 
total boot and shoe production for the 
first quarter of the year will probably 
be more than 10 per cent greater than 
a year ago. However, sharper than 
usual seasonal declines are expected in 
the output after March, and gains in 
the first quarter may be wiped out in 
the following 3 months. 

“Supply of materials will be the 


[CONTINUED FROM PAGE 28] 


primary factor determining operations 
during the remainder of 1942. The 
use of rubber, steel, and brass for shoe 
manufacturing has already been re- 
stricted. Manufacturers will find that 
they can obtain a more economic use 
of their supplies by restricting the 
range of styles. Undoubtedly the trend 
toward style restrictions will continue 
for the rest of this year. In women’s 
shoes this will result in reduced heel 
heights and greater concentration on 
sensible styles. 

“A new Shoe Section has recently 
been organized in OPA, and the entire 
price structure of the industry and 
trade is being carefully studied. Ad- 
ditional price advances probably will 
receive prompt action. Government, 
which has been interested in keeping 
shoe prices at a minimum for the past 
2 years, has stressed this policy to all 
branches of the trade, and has re- 
quested their cooperation to prevent 
rapid advances. 

“All shoe manufacturers have been 
urged to release obsolete dies, pat- 
terns, machinery, and similar equip- 
ment. This action is desired to enable 
the salvaging of aluminum, steel, and 
iron scrap for reuse in other war pro- 
duction. 


Labor Turn-Over Increased 


“Labor turn-over in the shoe indus- 
try has been increasing in recent 
months. Whenever possible, women 
are being employed to replace men 
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who leave for service or for employ- 
ment in higher-paying war industries. 
In all instances of recent agreement 
renewals with labor, wage increases 
were involved. Labor charges account 
for 25 to 40 per cent of shoe produc- 
tion costs, 


More Gloves for Government 
Account 

“Government orders continued to 
account for a growing share of the to- 
tal production of gloves. Among other 
and heavier varieties, the industry 
completed several thousand pairs of 
suede gloves for army nurses. Army 
contracts are welcomed by the indus- 
try because they enable favorable op- 
eration during between season lulls. 

“The new spring styles are numer- 
ous and varied, although the designs 
in general are plainer than formerly. 
Many high-colored products are being 
displayed. Gloves for the Easter sea- 
son were especially designed to give 
stronger competition to those made 
from lower-priced fabrics. 

“Sales of handbags during the pres- 
ent year have consisted to a large ex- 
tent of medium and better grades. This 
trend is expected to continue. 

“Some members of the industry 
have taken up lines not formerly pro- 
duced. Important among such prod- 
ucts are shopping bags made of fabric, 
imitation leather, and similar goods, 
for which there is a growing demand 
because of the shortage of paper bags. 

“Manufacturers of shoe, leather- 
working, and tanning machinery have 
been prohibited by WPB from accept- 
ing or filling any orders except those 
bearing an A-9 or higher preference 
rating. The production facilities of 
these industries are needed for the 
production of ordnance. There is am- 
ple machinery for ordinary production 
of shoes, leather, and leather prod- 
ucts.” 


o averag: 
tion from 1936 to 1940 as a 
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Godman’ s NURSES SHOES 


— the Ace of Promotion Items 


The Editor’s Outlook 
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Now, while you have a chance to pre- 
pare, install a repair department on 
the premises or adjacent to it or under 
your control. Don’t disparage a few 
dollars that can be taken in repairing 
shoes. It once was at least 10 per cent 
of the intake of the majority of shoe 
stores of the country. It could be a 
service rendered for money, again. 

Once more — do some thinking the 
flexible way — because too many shoe 
minds have been concentrated into lines 
of thought represented only by fast- 
fashion thinking, quick and easy fitting 
and cash register ringing because of 
volume. From now on you've got to 
give them better shoes, better fitted and 
render a better service if you hope to 
get a lean dollar over expenses—be- 
cause you are on a war footing. Be 
prepared for the worst! 


Contracts Let on Leather Boots 


Boston, Mass.—One hundred and 
thirty thousand pairs of leather boots 
with a total dollar value of $1,434,510, 
or an average of more than $11 per 
pair, have been contracted for by the 
Boston Quartermaster Corps, it was 
announced recently. Final deliveries are 
to be made not later than Aug. 31. The 
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boots are all-leather, 12 inches in 
height, as compared with the 16-inch 
boot which the army used at one time, 
and are made on the blucher pattern. 
Awards have been made to the follow- 
ing companies: 

M. A. Packard Co., Brockton, Mass., 
24,000 pairs at $10.92 per pair. Field 
& Flint Co., Brockton, 36,000 at $10.98. 
George E. Keith Co., Brockton, 35,000 
at $11.06. J. M. Connell Shoe Co., 
Braintree, Mass., 10,000 at $11.10. 
Florsheim Shoe Co., Chicago, 10,000 at 
$11.15. Edwin Clapp & Son, East Wey- 
mouth, Mass., 5000 at $11.15. G. H. 
Bass & Co., Wilton, Me., 10,000 at 
$11.18. 

Contracts to make 500,000 pairs of 
all-rubber, four-buckle arctics also have 
been awarded at an average price of 
$2.34 per pair. Contractors are: 

Endicott-Johnson Corporation, Endi- 
cott, N. Y., 40,000 pairs at $2.30 per 
pair. Servus Rubber Co., Rock Island, 
Ill., 86,000 at $2.32. Cambridge Rub- 
ber Co., Cambridge, Mass., 80,000 at 
$2.34.. Hood Rubher Co. Watertown, 
Mass., 45,000 at $2.35. United States 
Rubber Co., Naugatuck, Conn., 150,000 
at $2.35. Converse Rubber Co., Mal- 
den, Mass., 22,500 at $2.35. Goodyear 
Rubber Co., Middletown, Conn., 23,000 
at $2.35. Tyer Rubber Co,, Andover, 
Mass., 22,500 at $2.35. LaCrosse Rub- 
ber Mills Co., LaCrosse, Wis., 23,000 
at $2.35. Goodyear Footwear Corpora- 
tion, Providence, R. I., 8000 at $2.35. 


Vogue Shoe Co. 
Plans Enlargement 


Los ANGELES, CALIF. — The Vogue 
Shoe Co. has purchased the machinery 
and fixtures of the Ryder of California 
company. A lease for the factory build- 
ing formerly occupied by Ryder has 
been signed, and, according to Seymour 
Fabrick, president of Vogue Shoe Co., 
operations in the new plant will begin 
at once. This move will give Vogue 
twice the floor space they formerly had 
and will be the third enlargement since 
the company started manufacturing 
“Hollywood Skooters” for women and 
children. 


Rubber Footwear 
Allotments Announced 


RocHESTER, N. Y.—Leading rubber 
companies have informed members of 
the Rochester Shoe Retailers’ Associa- 
tion that they will be allotted 80 per 
cent of the amount of rubber footwear, 
beginning January 31 next, that they 
have been purchasing normally. 

In determining the amount to be 
allotted each one, the total purchases 
for the past three years will be aver- 
aged, with fomr-fifths of this average 
to be availablé for 1943. This will pro- 
vide for most of their customers, if the 
latter economize. 





Co keep FEET “Fit” 


you must first FAT feet! 


no The very foundation of fit is the last. Lasts 


ees en that lead to comfortable footwear are 


UNITED LAST CO. 5 te e 
Brockton, Mass. basic requirements in making and fitting 


T. W. GARDINER CO. 
Lawrence, Mass. shoes that will keep America’s feet happy 


STEWART & POTTER CO. 


seni asia mianin ee and healthy. 


Rochester, N.Y. 


OAENITLER OROR.C More than ever before, UNITED LASTS 


reaibasnis o> Sa are maintaining their reputation for being 


n= ieatiaet th the best fitting in all sizes and widths. 


UNITED LAST COMPANY 


eee cane Fast : 


140 FEDERAL STREET * BOSTON, MASSACHUSETTS 
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Interior of the new Bayn- 
ham store. Walls and fix- 
tures are of bleached ori- 







ed 


Baynham Opens New Nashville Store 





Leslie B. Baynham, Owner of the Several Women's 






Shoe Stores in Kentucky, Indiana and Ohio Which 






Bear His Name, Opens His Sixth Unit at Nash- 






ville, Tenn., Carrying Same High Quality Lines 










LESLIE B. BAYNHAM, owner of women’s shoe stores 
in Louisville and Lexington, Ky., Cincinnati and Day- 
ton, Ohio, and Evansville, Ind., opened a sixth unit in 
Nashville recently, on the first floor of the new Life 
and Casualty Insurance Company building at 223 Sixth 
Avenue North. Since Davidson County was the birth- 
place of his mother and his childhood was spent in 
Middle Tennessee, Mr. Baynham stated that it has long 
been his ambition to open a store in Nashville. 

At the age of 16 years, Mr. Baynham became a sales- 
man for J. W. Carter and Company, of Nashville, and 
has been. associated with the shoe business from that 
time. After a long period with Carter’s, he was asso- 
ciated with Florsheim Co. ; : 

Twenty-five years ago, Mr. Baynham opened his first — ee be ae beens » Ag at ma 


shee store in Lexington, Ky., his present home. The was spared in the window dressing. Materials for this 
window alone cost more than $250. 



















Louisville store was next, and later came units in Evans- 
ville, Dayton, and Cincinnati. Associated with Mr. 
Baynham is V. D.. (Dick) Price, for the past seven Managing the new Nashville store, which is located 
years manager and buyer for the Louisville store, and in what is considered the city’s best center for this class 
prior to that, following service in World War No. I, of shoe trade, is Joe E. Griswold, formerly assistant 
connected with a shoe store in Nashville. [TURN TO PAGE 45, PLEASE | 
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MATCHED PAIRS IN ACTION!) 


In a world of action CELASTIC —the quality box toe — plays an important 
part —sustaining the shape of the toe under conditions of extra hard wear 
and preserving the comfort and character in Matched Pairs that moder 
shoemaking creates with speed and certainty. 

CELASTIC adds to shoe performance by creating a durable toe structure tha! 


is true to the last, firm in the shoe and trim on the foot. 


UNITED SHOE MACHINERY CORPORATION 





(VERY PAIR OF SHOES MADE 


RESPONDS 
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O FEET IN MOTION .... =. 


In footwear for the war workers of 
America there is no surer protection 
of toe comfort and appearance than 


box toes of CELASTIC. 


OSTON, MASSACHUSETTS 


First of a series of camera master- 
pieces of motion by the famous 
Gjon Mili, made exclusively for the 
United Shoe Machinery Corporation. 


IN THE FACTORY 


Ease of toe lasting wins the ap- 
proval of manufacturersand their 
operators. Heat and moisture can- 
not change the structure or shape 
of a toe formed with CELASTIC. 


AT THE 
FITTING STOOL 


CELASTIC reproducesand main- 
tains the character lines of the 
last. The accuracy thus achieved 
is appreciated by the shoe store 
man—sought after by the cons 
sumer. 


ON THE FOOT 


The wearer finds comfort and 
satisfaction in toes that remain 
as formed to the last; in toe lin- 
ings that will not wrinkle; in tip 
lines that are flexible. 
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MORALE BUILDERS 


(CLEVER designers are finding in wartime lim- 

itations an inspiring challenge to their creative 
skill. And smart merchandisers are following 
thru with brilliant displays of emergency styles 
set off by Fairy AnkleHi Forms in gorgeous 
pearlescent colots 


_ We're proud of the way in which Fairy Forms 
ate giving a lift to merchandising morale in the 
shoe industry. Proud, too, of the morale-building 
smartness that designers have retained in the face 
of unprecedented material restrictions. 


Write for latest catalog and price list 


SHOE FORM CoO. INC. 


DEPT. BS-4 AUBURN, N. Y. 











Miami Highlights 
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known clothing salesmen in this locality 
remarked that “men have gone very 
conservative in their business clothes, 
but tremendously gay when it comes 
to off duty hours.” 

A rather odd situation exists in the 
evening clothes picture. Of course this 
is the Winter playground for the nation 
and night clubs and entertainment spots 
form one of the big sources of revenue. 
Yet clothiers report that sales of 
evening clothes have been practically 
non-existent. They offer no reason, un- 
less it be that so many men are appear- 
ing in uniform. 

One of the best-liked colors and one 
which is so often occurring as to safely 
be classed as a trend to watch, is 
canary. Most popular in loafer or 
leisure clothes, it is definitely in the 
picture. Jackets, slacks and shoes are 
all affected. 

Two important points have been re- 
ported by shoe men. One is that the 
all-white shoe is very quiet. This fol- 
lows a clothing shop statment that the 
all-white shoe is very quiet. Why, no 
one seems to be able to even guess.. The 
white and black shoe is also very much 
in the background, even for “after six” 
wear. 


Brown and White Strong 
The second point is the tremendous 


- importance of white and brown. Sales 


on this pattern have run to approxi- 
mately 80 per cent of the entire men’s 
shoe business in this area. 

The sandal is growing in importance, 
particularly where a man wants some- 
thing gay and colorful. He will take 
all his color pickup in a strapped san- 
dal. But of even greater importance is 
the loafer or leisure type shoe, and all 
shops are emphasizing these terms in 
advertising and display. They want 
men to get to the point where they will 
sée the need for something comfortable, 
good-looking, colorful and as easy to 
wear as the old-time slipper. Here a 
man can find a two-tone blue, a coffee 
and cream, rust and tan, lemon and 
brown or other interesting color com- 
bination. Dealers have played up to 
the limit this idea of colorful leisure 
shoes. When they found that men were 
not so much interested in street shoes, 
many feeling that ere long they might 
be in uniform, they went after this 
other business in a big way. “Be com- 
fortable and gay while you can,” they 
said. And some dealers report that 
frequently a man would buy several 
pairs of loafer shoes to match‘ or har- 
monize with the plaid of his coat, there- 
by giving him several ensembles. 

Colors, such as brown, tan and light 
blue are much in the picture for men 
for daytime wear and this is sound 
fashion, as in everyday life it acts as 
an antidote to the more somber busi- 
ness and service uniforms. 
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Calls Meeting of All Shoe Manufacturers 


National Boot and Shoe Manufacturers Assogiation Issues 
Summons for May 1, in New York, to Discuss 
Conservation and Co-operation 


New York—A special meeting of all 
shoe manufacturers in the United 
States has been called by the National 
Boot and Shoe Manufacturers Associa- 
tion to be held at the Hotel Commodore, 
New York, at 10:20 A.M., Friday, May 
1, 1942, 


Importance of Conservation 


Commenting on the proposed meet- 
ing, Jay O. Ball, president of the na- 
tional association, at its headquarters 
in the Chrysler Building, said: “‘Prob- 
lems confronting our country at war 
involve the necessity for conservation 
of leather and other materials used in 
the manufacture of shoes, all of, which 
is far more important than many con- 
flicting individual and group interests.” 

“In my opinion,” continued Mr. Ball, 
“responsible leadership in our Federal 
government is fed up with over- 
accentuation of selfish interests, 
whether on the part of trade or indus- 
try associations, sectional groups, poli- 
ticians, labor leaders, or other indi- 
viduals; and it is high time the shoe 
manufacturing industry should get to- 
gether to contribute its best efforts to 
winning the war. It is not a question 
of under whose banner such meetings 
are held, or who gets the credit, if any. 
After all, the government will coordi- 
nate industry efforts; and the best we 
can hope to do is to cooperate in every 
possible way.” 


Purposes of Meeting 


The announcement sent out from the 
National Shoe Manufacturers Associa- 
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tion states the purpose of the meeting 
is two-fold: First, to suggest and ac- 
complish every possible means for the 
shoe manufacturing industry to cooper- 
ate with the Government in the winning 
of the war; and second, to cooperate in 
the conservation of leather and other 
scarce materials entering into shoes. At 
the morning session of the meeting the 
press is invited to attend, and the fol- 
lowing representatives of the Govern- 
ment have been invited to speak: Major 
Joseph W. Byron, chief, Leather and 
Shoe Section, War Production Board, 
Washington, D. C.; A. J. Spring, Spe- 
cial Advisor on Shoes and Leather, War 
Production Board, Washington, D. C.; 
Burton E. Oppenheim, Price Executive, 
Textiles, Leather and Apparel Section, 
Office of Price Administration, Wash- 
ington, D. C. 


Regional Officers Invited 

In the afternoon, group meetings will 
be held, at which only shoe manufac- 
turers and secretaries of shoe manufac- 
turers’ associations will be in atten- 
dance. The presidents and secretaries 
of all regional shoe manufacturers’ as- 
sociations in the United States have 
been invited to cooperate in the meet- 
ing, in order that it may be industry- 
wide; and presidents of the regional 
associations have been invited to act as 
co-chairmen of the group meetings. Mr. 
Ball said that the complete program, 
with the names of all those who will 
have charge, will be released within a 
week or ten days. 


SATURDAYe 
APRIL 18, 1942 * 


Expect Record Attendance 


At Central States Fair 


Cuicaco, ILL.—A record attendance 
of shoe retailers is expected at the Cen- 
tral States Shoe Fair to be held at the 
Morrison Hotel, Chicago, May 17, 18, 





ALGOT J. BOWMAN 


19 and 20, according to Algot J. Bow- 
man, secretary-treasurer of Bowman 
Bros. stores. Mr. Bowman, together 
with W. J. Crawford of Crawford 
Shoe Stores, Peoria, Ill., is co-chairman 
of retail attendance. 

In commenting on the recent decision 
of the executive committee to hold the 
Central States Shoe Fair as planned, 
Mr. Bowman states, “We are glad to 
see the Central States Shoe Fair going 
on as usual, because we feel in times 
like these, with tires limited and all 
economies possible necessary to help 
the United States war effort, it is a 
good idea to eliminate all unnecessary 
traveling. We feel a good many shoes 
can be purchased at a convention such 
as this.” It is also thought that many 
problems resulting from the war can 

[TURN TO PAGE 43, PLEASE] 
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As crisp and precise as a West Point guard mount, these 

two Taylor-Made patterns are popular with both militory 

men and civilians the country over. They demonstrate 
how timely and accurately Taylor-Made styling meets 
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consumers’ desires. As a consequence, Taylor- 
Made styling plus Taylor-Made value make 
this one of the easiest to sell lines 


in the country. 


E. E. TAYLOR CORP. 
BOSTON, MASS. 
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Boston Club to Hold 
Annual Meeting 


Boston, Mass. — The Boston Boot 
and Shoe Club will hold its 53rd annual 
meeting on Wednesday evening, April 
22, at the Copley-Plaza Hotel. Colonel 
Edwin H. Cooper, D. S. C., noted lec- 
turer and photographer will be the 
guest speaker and will illustrate with 
colored movies his talk “Behind the 
Scenes in Wartime England.” 

Any member of the New England 
industry who would like to attend this 
final dinner-meeting of the current sea- 
son will be welcome. Merely address 
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your request for a guest ticket—$3 per 
plate—to the Secretary at 210 Lincoln 
Street, Boston. The election and in- 
stallation of officers for the Club’s 1942- 
1943 season will also take place at this 
meeting, which will be presided over 
by Francis C. Donovan, club president. 


To Open in New Location 


PHILADELPHIA, Pa. — Samuel Barsh 
Sons, jobbers of staple shoe lines, have 
leased the store and commercial build- 
ing at 41 South 4th Street, Phila- 


delphia. This firm has been located 
for many years at 12 North 4th Street. 


Houk Men’s Buyer 
At Bullock’s 


Los ANGELES, CALIF.—John Houk has 
been appointed buyer of men’s shoes 
in the Bullock Broadway store follow- 
ing the resignation of Fred R. Morgan, 
Jr., who is now in the Army. Mr. Houk 
has been Mr. Morgan’s assistant since 
the latter has been buyer, so is fully 
acquainted with the workings of his 
job. 


Expect Heavy Attendance at 
Northwest Show 


PORTLAND, ORE. — From all indica- 
tions based on reservations received, 
the coming convention of the Pacific 
Northwest Shoe Retailers, which will 
be held in this city on May 30 to June 
2 at the Portland Hotel, will be a 
record-breaking one from the attend- 
ance standpoint alone. More retail 
shoe buyers than usua! have signified 
their intention of taking advantage of 
the double hdliday and being at the 
convention. 


T. V. BAGWILL 


Said T. V. Bagwill president of the 
association, “Is is all-important to at- 
tend the 1942 convention. Today the 
retailer: must be on the alert for re- 
liable sources of supply. 

“Everything that goes into the mak- 
ing of a pair of shoes has been req- 
uisitioned by our government to some 
degree. The manufacturing of shoes 
for civilian use is being curtailed more 
and more. So if you as a retailer ex- 
pect to service your community with 
proper footwear, you must make every 
effort to contact all sources available. 

“This convention is being held for 
just that purpose—to make it possible 
for the northwest retailers to contact 
all available resources. 

“We must keep planning, keep work- 
ing, keep our stocks complete. Every 
day something new is being created to 
replace the styles that are obsolete due 
to present day emergercies. If we are 
to take full advantage of these new 
creations then we must be on hand to 
choose the best.” 
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What’s New 


———— 


Flexibility Is Feature 
Of New Insole 


CAMBRIDGE, Mass.—-The Dewey and 
Almy Chemical Company of this city 
reports increasingly wide acceptance 
for the Darex-Lumflex insole which; 
invented and used in 4,000,000 pairs 
by Henry Lumbard, well-known Maine 
manufacturer, is now being offered by 
Dewey and Almy to shoe manufacturers 
throughout the country. 














New insole is slashed at the ball and 
stretched slightly to give flexibility at 
the point where it is most needed. 


The story of this invention is the 
story of the reaction of an alert man 
who found himself faced with the prob- 
lem of finding something to take the 
place of the light-weight turn shoe in 
the manufacture of which he had been 
engaged for several years. He wanted 
the flexibility of the turn and the 
durability which is the result of flexi- 
bility. He needed, also, the foot pro- 
tection and consequent comfort of the 
two-sole construction which retail cus- 
tomers were demanding. He looked 
forward and foresaw today’s problem 
of getting more wear from hard-to-get 
sole leather. 

To make a long story short, he found 
that if the insole was slashed through 
and through across the ball, with some 
slashes intersecting the outer edges, it 
became much more flexible. He then 
went farther and found that if the 
slashed insole was slightly stretched in 
length, thereby opening up the slashes 
into apertures, not only did the two 
soles flex as one without “fighting” 
each other, but there was no tendency 
on the part of the insole to buckle as 
it flexed. This idea he patented. 

One of the simplest ways of demon- 
strating the principle behind this in- 
sole is to use one’s two hands. If the 
left hand is extended palm up, and the 
right hand, also palm up, is placed with 
its tightly closed fingers on those of 
the left hand but at right angies to 
them, you will have, says Mr. Lumbard, 
an approximation of the relation ex- 
isting between insole and outsole in 
many finished shoes. Now, exerting con- 
siderable pressure, representing body 
weight, close the left hand, forcing the 
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fingers of the right to rotate on the 
little finger as an axis; and it will be 
noted that all four of the right-hand 
fingers are forced out of position and 
actually oppose the free flexing of the 
left hand. Try the experiment again, 
however, with the right-hand fingers 
slightly separated, and not only is there 
no opposition, but the spaces between 
the right-hand fingers close up as the 
left hand is flexed. 

This in brief, it is claimed, is the way 
the Darex-Lumflex insole works in the 
shoe, establishing the contention of its 
inventor that the frictionless roll of the 
outsole, made possible by the through- 


and-through slashing of the insole, re- 
sults in a durable shoe bottom, flexible 
and comfortable, needing no period of 
breaking in. 


Reports Business Good 


Boston, Mass.—Returning from a 
two-week stay in° New York during 
which he contacted the trade, Wally 
Hatch, of the Colonial Tanning Com- 
pany, reports that business is slowing 
up a bit but “that, in general, the cus- 
tomers are satisfied that they had a 
good Easter.” Mr. Hatch is now on 
an extended tour of the Ohio territory. 
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Children's Shoes 
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SUPERIOR SHOE CO., ‘Mfrs. 

508 S. Peoria $?#. 
also carried in stock 


American Shee Co. 
251 W. Jefferson Si, 


Detroit 
Jayson Shoe Co... . Los A 


Chicago 
8. Frelburger & Bro. Co., 
119-121 E. Columbia St., 
Fort Wayne, indiana 
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QUALITY 
WOMEN'S SHOE JOBS 
FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St.. New York €lty 
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Change Convention Dates 


LINCOLN, NEB. — The Mid-Western 
Shoe Travelers of Kansas, Nebraska 
and South Dakota have changed their 
convention dates at Cornhusker Hotel, 
here, to May 3, 4, 5, 1942, instead of 
May 24, 25, 26, 1942, it was announced 
by Jack Clark secretary-treasurer. No- 
tices of this change of dates are being 
sent to all salesmen and merchants in 
that district. 
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Stage Gigantic Spring Shoe Promotion 


New Orleans, La.—Display windows featured shoes only in D. H. Holmes Centennial 
Spring Shoe Week, a gigantic promotion covering men's, women's and children’s 


shoes, held here recently. 


A. J. Slade, shoe buyer, developed this idea fast Fall 


when all shoe departments co-operated fo stage a “shoe week" built around popu- 
jar priced shoes for the family; each department selected favored styles for pro- 
motion in newspaper and window advertising. Ali of the store's display windows 
were turned over to shoes exclusively, and two full-page newspaper ads announced 
the week. Smaller ads were run by the departments, resulting in a daily shoe ad 


for six days. 
anniversary. 


department built special department displays. 


For the Spring feature, the week coincided with the store’s 100th 
It was again played up in newspaper ads, and each participating 


Salespeople telephoned regular 


customers during the week, inviting them to visit the event. 





Trade Literature 


Attractive Catalogs Show 
In-Stock Styles 


Four catalogs of in-stock styles have 
been issued by Brown Shoe Company, 
St. Louis, for the Spring and Summer 
season, 1942. These cover the Air 
Step, Odette, Buster Brown and Roblee 
lines. All four are of convenient’ size, 
with colorful covers and plastic bind- 
ings. Shoes are shown in color, and at- 
tractive action sketches accompany the 
shoes. Information on promotional ma- 
terial and dealer helps available to the 
merchant is included in each catalog. 

With prospects pointing to an in- 
creasing demand for seasonable foot- 
wear, merchants will be keenly inter- 
ested this year in knowing what styles 
and types of shoes may be ordered 
from in-stock departments. Catalogs 
like these which make the information 
available in convenient and attractive 
form therefor perform a genuine ser- 
vice which the trade is sure to appre- 
ciate. 


New Heywood Catalogue 


WORCESTER, Mass. — More than 70 
styles are included in the spiral-bound 
de luxe in-stock catalogue issued re- 
cently by the House of Heywood, 78- 
year-old manufacturers of men’s high- 
grade footwear. Described and illus- 
trated photographically are Matrix 
dress shoes, Matrix sport shoes, Matri- 
pedie shoes, made with a cookie in addi- 
tion to the moulded insole of the Matrix, 
and Heywood shoes. Included among 
the illustrations are factory photo- 


graphs showing the moulding of the 
insole, inspection of upper leather, up- 
per leather cutting, and a view of part 
of the company’s large in-stock depart- 
ment, which has, says the catalogue, 
“a record of shipping better than 97 
per cent of all orders the day they are 
received.” 


Tells Merchants 
Facts About Shoes 


“The inside of shoes” is given a frank 
explanation by Walter Roose, sales 
manager of the Marion Shoe Division, 
of Marion, Ind., in a circular sent to 
their big list of merchants. And- the 
inside of the shoe, Mr. Roose maintains, 
is what the merchant and his sales- 
people must sell to a public which has 
had its imagination stimulated by the 
consumer movement of recent years to 
know more about a product’s ingredi- 
ents. 

Shoes made previous to recent re- 
strictions are still in good supply in 
well managed stock departments, such 
as Mr. Roose maintains, but shoes 
made after February restrictions 
were imposed, when they are received 
after shipping delays caused by war 
supplies having first right of way, will. 
in his judgment, call for frank explana- 
tions that we are all in the same boat 
each pulling his oar for Victory. 


It’s Major Ellis, Now 


GRAND HAVEN, Micu.—E. K. Ellis, 
a partner of the Hatton Leather Com- 
pany, has been advanced to the rank 
of Major and placed in command of 
the 56th Air Base Squadron at Good- 
fellow Field, San Angelo, Texas. 
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Full Wing Ti 
Brogues, wit 
double soles. On 
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Last— British Tan 
Calf. No. 9298. 


325 ARCH ST. 





WORLD FAMOUS 


ENGLISH SHOES 
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OF NORTHAMPTON 
NOW CARRIED IN STOCK IN U. §. A. 
HERE IS ONE OF MANY STYLES 


Write for Catalog 
DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


PHILADELPHIA, PENNA. 








Increased Activity Among Women 
Means Increased Sales of 


ing focuses women’s attention on rubber heels 
that give longer wear and better cushioning. With 
I-T-S Tuffies made in the original I-T-S con- 
cave-convex design you give your women cus- 
tomers the thin, trim ogre and the tight fit 
they have always wanted, 

quality that all are de- 

manding now because 

of rubber conservation. 

Feature I-T-S Tuffies 

to women, I -T -S Left 

and Right Heels to 

men, to make friends 

and preserve profits. 


THE I-T*S CO. 
ELYRIA, OHIO 


TUFFIES 


Heel Lifts 


Women’s increasing 
activity in all direc- 
tions is affecting shoe 
styles and increasing 
the demand for 
“practical” types. 
More activity and 
especially more walk- 


plus the extra wearing 








New England Production High 


Boston, Mass. — “Record - breaking 
production in the New England shoe 
industry during 1941, centered in Mas- 
sachusetts, New Hampshire and Maine, 
amounted to 169,978,235 pairs, a net 
gain of 22 per cent from the high out- 
put of 1940,” it is reported by the New 
England Shoe and Leather Association, 
based on reports received from the 
United States Bureau of the Census. 
“With the inclusion of the production 
of shoes in Connecticut of 4,168,525 
pairs, the total for these four states 
becomes 174,146,760 pairs. New En- 
gland’s share of the total output in the 
industry thereby amounted to 35 per 
cent—the same as in 1940. Women’s 
and men’s shoe production for New 
England was 45 and 38 per cent, re- 
spectively, of the total U. S. shoe out- 
put. Massachusetts led all states in 
shoe production during 1941 with a 
total of 92,369,395 pairs, which was 
three million pairs greater than the 
output for New York state.” 

In discussing February production, 
the association points out that total 
New England production of 13,749,780 
pairs shows a decrease of 3 per cent 
from the same month last year. Mas- 
sachusetts’ decrease was less than 1 per 
cent. New Hampshire’s was 2 per cent. 
Maine’s was 9 per cent. Massachusetts 
led all shoe: states in production this 
month with a total of 7,306,409 pairs, 
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followed by New York with an output 
of 7,031,540 pairs. 

For the two months’ period, Janu- 
ary-February, the New England shoe 
states produced 27,977,904 pairs, an in- 
crease of $ per cent over the same 
period a year ago. Massachusetts’ shoe 
output was 7 per cent greater during 
this period and New Hampshire showed 
a gain of 1 per cent, while Maine’s 
output dropped 5.5 per cent during this 
period. 

The Massachusetts’ shoe industry 
employed approximately 41,000 work- 
ers during February and the average 
amount of total weekly wages paid 
them amounted to $860,598, according 
to the association’s analysis of the in- 
dices of the Massachusetts’ Department 
of Labor and Industries. This repre- 
sented a decrease of 4 per cent in em- 
ployment and an increase of 14 per 
cent in payrolls over the same month 
last year. 


Army Buys Service Shoes 
In Large Sizes 


Boston, Mass.—The local Quarter- 
master Department has awarded to the 
Brown Shoe Company of St. Louis, a 
contract to make 10,008 pairs of Type 1 
service shoes in sizes larger than those 
called for in the regular army size 
tariff at a base price of $4.49 per 


pair. Type 1 shoes carry a leather slip 
sole and full leather outsole. 

Another contract has been awarded 
the Doyle Shoe Company of Brock- 
ton, to manufacture 100 pairs of 
leather-soled service shoes at $3.62 per 
pair. 


Fluorescent Fixtures to be 


Subject to Priority 


Cuicaco, ILL. — Shoe retailers who 
are contemplating any modernization 
in their store lighting equipment are 
faced with the necessity, due to recent 
government orders, of making an im- 
mediate decision. An official of the 
W. H. Long Company, Chicago, the 
country’s largest mail order fluorescent 
fixture house, points out that no ship- 
ments of fixtures are in prospect after 
June 2. Due to this fact the firm is 
liquidating its present stocks. 

The general limitation order of the 
War Production Board L 78 reads, “On 
and after June 2, 1942, fixtures and 
parts may only be sold, delivered, ship- 
ped or transferred to fill orders on con- 
tracts bearing A-2 or better rating ex- 
cept parts for maintenance or repair.” 
It is pointed out that the proprietor 
with outmoded lighting who may feel 
the pinch of competitive modernization 
may not be able to better his position 
for the duration unless he acts at once 
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Golf Shoes 


REMOVABLE SPIKES 
MOCCASIN TOES | 
COLOR COMBINATIONS | 
Price $3.60 

Send for New Catalog 


THE ARNOFF 
SHOE CO., INC. 


101 Duane St. 


Style #2165 
New York, N. Y. 


Innersoles 


NEW FLEX 


We're a success 
in shoe retailing 
We please the FEET 
— it's easy sale-ing. 
EDGAR S. KIEFER TAN 


TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 UNCOUN ST. 


PIGSKIN 


INNERSOLES COUNTERS WELTING 








Display Club Opens 
Personnel Bureau 


CLEVELAND, OHIO—The Cleveland 
Display Club, through its official organ, 
“Display Topics,” has announced the 
opening of a personnel bureau. This 
service is designed to help display men 
find positions suited to their ambitions, 
and at the same time offers employers 
an opportunity to locate the proper kind 
of help for their display“departments. 
The service is intended to build pres- 
tige for display work. The club has 
experience records of display men from 
all over the country which are avail- 
able for this purpose. 


Sponsor Leather 
Conservation Campaign 


NEw ORLEANS, La.—Southern Leath- 
er Company of New Orleans, sponsored 
advertisements in the “New Orleans 
Item and the New Orleans Times- 
Picayune recently, stressing the desir- 
ability of conserving leather for the 
Army and the Navy and suggesting 
that readers have their shoes repaired 
when they showed signs of wear. “The 
men in our armed forces require many 
million pairs of new shoes, and the 
need is increasing daily. Thus, every 
individual is aiding when he or she 
obtains as much wear from shoes as 
is possible. You can add many extra 
miles of wear to your shoes by having 
them repaired with new invisible half 
soles,” the copy read. 

It is understood that this is the first 
time an advertising compaign of this 
type has appeared in local newspapers. 


H. W. Liff with 
Boston Dept. Store 


Berea, On10—Henry W. Liff, for- 
merly assistant shoe buyer to Norman 
Marcus at the May Company, Cleve- 
land, Ohio, and later.promoted to buyer 
of men’s, women’s and children’s shoes 
at the May Company, Baltimore, Md., 
is now connected with his father at the 
Boston Department Store in Berea. A 
complete family shoe store is operated 
here, in conjunction with dry goods, 
ready-to-wear and men’s furnishings. 


St. Louis Association 


Adopts Resolution 


St. Louis, Mo.—Following the recent 
action of the National Boot and Shoe 
Manufacturers’ Association in adopt- 
ing a resolution on the subject of spe- 
cial shoe cartons and wraps, the St. 
Louis Shoe Manufacturers’ Association, 
at its meeting April 8, 1942, approved 
by unanimous vote the adoption of a 
resolution on this subject, to wit: 

“That retailers who specify special 
wraps for cartons be asked to supply 
such wraps to carton manufacturers 
without cost to the shoe manufacturer.” 


Awarded Safety Plaque 


NortH RocHESTER, N. H.—The Coun- 
ter Department of the Spaulding Fibre 
Company, Inc., of this city, has been 
presented with a plaque by the Massa- 
chusetts Safety Council in recognition 
of the fact that there have been no lost 
time accidents during the year ended 
January 1, 1942. This is the seventh 
consecutive year which this department 
has operated without loss of time be- 
cause of accident. The contest which 
ended with the winning of the plaque 
was participated in by 333 industries 
with a total of 225,000 employees. 

“In our classification in the boot and 
shoe industry,” Manager E. C. Black- 
well reports, “we lead in the number of 


man-hours worked without a lost-time 
accident for the second, third and 
fourth quarters of 1941.” 


Retail Executives Attend 
Lockwedge Meeting 


CoLUMBUS, OHIO — The semi-annual 
sales conference of the Lockwedge Shoe 
Corporation of America, Inc., manu- 
facturers of the Dr. M. W. Locke 
shoe, was held at the Deshler-Wallick 
Hotel, recently. 

In attendance were retail executives 
representing some of the country’s larg- 
est stores and the sales representatives 
of the local company. 

At the noon meeting, J. T. Aubrey, 
president and J. J. Finlay, vice-presi- 
dent, of Aubrey, Moore & Wallace, Inc., 
Chicago, and H. D. Erk, advertising 
manager, presented the Dr. M. W. 
Locke Shoe advertising plans for the 
coming Fall season. These include the 
use of newspapers, magazines and di- 
rect mail. 

The evening meeting and banquet was 
presided over by Herbert Lape, Jr., 
president of the manufacturing com- 
pany, who outlined present business 
conditions affecting the industry and 
conducted a round-table discussion with 
the retailer guests participating. 

Dr. Kenneth Dameron, Ohio State 
University, was guest speaker at the 
banquet. 

Included in the list of retail execu- 
tives, who attended, are: W. J. Gibbs, 
Jr., and B. C. Kirchner, of Marshall 
Field & Co., Chicago; A. W. Fish, Wm. 
Filene’s Sons Co., Boston; A. J. Kinker, 
Kinker’s Louisville; J. F. McElroy, Wm. 
H. Block Co., Indianapolis; Milton 
Goldberg and Sam H. Bruckner, R. H. 
Macy & Coa, New York; Benjamin 
Cohen, Kaufmann’s, Pittsburgh; Wil- 
liam Giddon, L. Bamberger & Co., New- 
ark, N. J.; S. C. Berger, Dr. M. W. 
Locke Shop, Philadelphia; Milton Sim- 
mons and Edward T. Jones, F. & R. 
Lazarus & Co., Columbus; O. W. Metz- 
ger, Wetherhold & Metzger, Allentown, 
and A. R. Taravella, Lasalle & Koch 
Company, Toledo. 


Leo Kane 


Ausurn, N. Y. — Leo Kane, stylist 
and pattern expert for Dunn & Mc- 
Carthy, Inc., footwear manufacturers, 
died unexpectedly recently while visit- 
ing a friend at Auburn City Hospital. 
A heart attack was the cause. 

Mr. Kane was born at Newburyport, 
Mass., learning the shoemaking trade 
in that city, specializing in styles and 
patterns. During the first World War 
he served as lieutenant avaitor with 
the RCAF. He moved to Auburn, en- 
tered the employ of the shoe firm and 
earned distinction through the quality 
of his work. 

Besides his widow, Mrs. Veronica 
Hatch Kane, he leaves one son, Leo 
Lawrence Kane and a sister, Margaret 
Kane. 
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Expect Record Attendance 
at Central States Fair 


[CONTINUED FROM PAGE 37] 


be solved at a cooperative convention 
such as this. 

Central States Shoe Fair is a co- 
operative event sponsored by seven re- 
tailer and salesmen’s organizations in 
this section of the country. At the 
initial show last year retailers from 
fourteen states in this area attended. 
This year an even greater attendance 
is expected. 

The show will be largely a buying 
show running for four days. Special 
events in the form of informative meet- 
ings are also planned. Emphasis in all 
quarters will be on merchandising 
keyed to war-time conditions. 

Carl E. Verburg, of the former 
Michigan Summer Shoe Fair group, is 
convention chairman. George Slater, of 
the Chicago Shoe Travelers’ Associa- 
tion is executive-secretary and trea- 
surer. 


Maurice E. Bresnahan ~ 


Boston, Mass.—Maurice E. Bresna- 
han, brother of William H. Bresnahan, 
president of Compo Shoe Machinery 
Corporation, Boston, Mass., passed 
away on Monday, April 13th, after a 
brief illness. 

Born in Lynn, Mass., December 5, 
1896, the son of Maurice V. and Mary 
E. Bresnahan, he was educated in the 
Lynn schools and attended Phillips 
Exeter Academy, which he left to enter 
service in the Navy during the first 
World War. 

He began his business career in the 
factory of his father who was a well 
known manufacturer of shoe ma- 
chinery in Lynn, Mass., later joining 
his brother William at the Bresnahan 
Shoe Co., in Boston, Mass. He then 
founded the Bresnahan Sisk Shoe Co. 
in Lynn, Mass. This was a well known 
shoe manufacturing concern, making 
women’s shoes. He left this company 
and joined the Compo Shoe Machinery 
Corporation when the company was 
first founded. 

Maurice Bresnahan was responsible 
for the pioneering of the cemented 
shoe in this country for Compo Shoe 
Machinery Corporation and had charge 
of the first installations of Compo 
equipment in the outstanding shoe 
factories in the United States. He was 
respected for his remarkable ability 
and knowledge of cemented shoes. For 
the past six years he had-charge of 
the North Shore territory for the com- 
pany and also acted in an advisory ca- 
pacity for shoemaking for the com- 
pany. 

He was very well known throughout 
the shoe industry and enjoyed a wide 
circle of friends throughout the coun- 
try. 
The funeral was held on Thursday, 
April 16, from his home 22 Pickwick 
Road, Marblehead, followed by a Mass 
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is the one-piece vamp lining that contributes potent additional talking 
points to the shoes you sell. Shoes lined with FLEXNAP feel better, wear 


Let us mail you 
the FLEXNAP book 
illustrating and describing 
what FLEXNAP is doing to 
build profitable business for 
leading shoe merchandisers. 
Only a few copies left but 
we'll send you one if you'll 
write today. 
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at the Star of the Sea Church, Marble- 
head. 

Maurice is survived by his widow, 
Mabel Riley Bresnahan, Marblehead; 
one brother, William H. Bresnahan, 
Swampscott; and five sisters, Miss 


MAURICE E. BRESNAHAN 


Mary H. Bresnahan and Mrs. Kath- 
leen McHugh, both of Lynn, Mass.; 
Mrs. Claire Buisson of Forest Hills, 
Long Island; Mrs. Greta Baer of 
Marblehead, Mass., and Sister Mary 
Angelica, Dean of Mount St. Vincent 
College on the Hudson. 


Shoe Man Addresses 
Doctors’ Group 


Los ANGELES, CALIF.—At a recent 
meeting of the Chiropractic College of 
Los Angeles, Harry J. Evans addressed 
a gathering of over a hundred doctors 
on the subject, “It’s the Foundation 
That Counts.” 

Doctors were asked to pay more at- 
tention to the feet of their patients 
from now on, because people are walk- 
ing more and will be walking more for 
the duration. The medical men were 
also asked to see to it that all their 
patients wore proper shoes while and 
after receiving treatment. Particular 
stress was placed on the importance of 
permitting the retail shoe fitter to de- 
cide upon the size the patient should 
wear, since it is the business of the 
trained shoe fitter to know this im- 
portant phase of foot health. 

The talkie, “The Country Doctor,” 
was followed by a silent film on posture 
and one on anatomy and the mechanics 
of the foot. Mr. Evans was presented 
to the audience by Dr. Herzin, presi- 
dent of the college, while Dr. Dave 
Weisler acted as chairman. 

The address was so well received 
that Mr: Evans has been asked to ad- 
dress the graduating class in June. This 
is the first time a man in the shoe in- 
dustry has been asked to talk shoe 
nroblems over with this group. 
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St. Louis Shoes 
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“ CURRENT JOBS 


from 15 of St. Louis’ finest factories 
MEN'S — WOMEN'S — CHILDREN'S 


M. K. WEIL SHOE CO. 
1326 Washington Ave. St. Louis, Me. 
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Retailers Submit Figures 
For Study 


ROCHESTER, N. Y. — Because of the 
impending danger in Washington that 
ceilings may be placed on both retail 
and wholesale prices of shoes, shoe 
merchants, both chain and indepen- 
dents, are submitting facts and figures 
to federal authorities so that a clear 
and accurate economic picture of shoe 
merchandising may be before them be- 
fore action is taken. 

At the suggestion of Ward Melville, 
president of the Melville Shoe Corpora- 
tion, the answers to specific questions 
were given. These questions were: 
Highest retail price in March; highest 
manufacturers’ price (delivered) in 
March; highest price at which manu- 
facturer had taken a future commit- 
ment; retail cost price based on stand- 
ard mark-up; latest date on which this 
cost price based on standard mark-up 
is available. 

William Pidgeon, who was one of 15 
leading shoe merchants of the country 
to whom the query was sent, made a 
reply which well summarizes conditions 
for the independents. In part it fol- 
lows: 

“Highest price for March for wo- 
men’s shoes is $10.95; for men’s, $12.95. 
Women’s highest manufacturer’s price 
for March is $6.30. From 25 to 50 
cents is the amount of the raise for the 
future. Retail costs should show at 
least 40 per cent mark-up on selling 
prices. Most factories have already 
changed prices. Many of our supply 
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Hearing Held on Fair Trade Practice Bill 


Feinberg-Delany Measure Debated in Public Hearing in Legis- 
lature at Albany. Buffalo Shoe Merchants 
Urge Enactment 


BuFFALo, N. Y.—Retail merchants of 
Buffalo urged the Legislature recently 
at one of the most largely - attended 
public hearings of the session, to enact 
the Feinberg-Delany fair trade prac- 
tice bill and thus exterminate “misrep- 
resentations and deceptions” by un- 
ethical business elements and “put 
honesty and fairness into every con- 
sumer purchase.” George W. Cooke, 
vice-president of The Greater Buffalo 
Shoe Retailers’ Association, chairman 
of the legislative committee of the New 
York State Shoe Retailers’ Association 
and chairman of the industrial rela- 
tions committee of the Buffalo Associa- 
tion, headed the shoe group. Mr. Cooke, 
speaking for 1500 independent shoe 
retailers of the state as well as for the 
Buffalo Shoe stores, said that need for 
enactment of the bill “is acute in the 
City of Buffalo where the ‘racket stores’ 
annually are diverting 25 per cent of 
the shoe business from. established 
channels. 

“This bill will put the retail shoe 
business back into the legitimate shoe 
store where it belongs,” said Mr. Cooke. 
“It will take such business out of ma- 
chine shops, steel plants and catalogs 
which mislead as to prices and quan- 
tity. Such industrial plants and sellers 
have no place in the shoe trade, selling 
footwear to employees at so-called cost. 
We appeal for protection from these 
vicious and unfair practices. 

“Moreover, such sales methods as are 
practiced in these plants are downright 
dangerous to the public health because 
the shoes are dispensed by men with- 


out knowledge of the human foot, of 
lasts, quality or the rules of proper 
shoe fitting. These methods must go 
and the selling and fitting of shoes be 
put back into the hands of men backed 
by years of experience.” 

Mr. Cooke added that the Buffalo 
Shoe Retailers hoped that the Legisla- 
ture would enact the bill. 

Harold M. Hecht, president of Wil- 
liam Hengerer Co. and of the Retail 
Merchants’ Association of Buffalo, 
spoke for the measure. He said the 
customer needs protection. “It is not 
selfish for us to look upon the con- 
sumers of our locality as our friends. 
It’s high time that we afford the un- 
protected consumer and the reputable 
merchant who will not lower his busi- 
ness standards competitively a sorely 
needed and highly deserved protection.” 

Arthur Garniss, executive of the New 
York Trade Diversion Council, de- 
scribed investigations into retailers 
who hold inferior goods at rates higher 
than prevailing retail prices under dis- 
count plans with employers. The Fein- 
berg-Delaney Bill would prevent em- 
ployers from selling or helping others 
to sell any merchandise not handled by 
the employer in his regular business. 
It makes misrepresentation unlawful 
by prohibiting deceptive terms. Mis- 
representation of quality, ingredients 
or origin of goods also is outlawed. 

The bill was opposed by labor. Op- 
position to‘the measure came from in- 
dustrial sellers and representatives of 
organized labor. * 





sources changed March 31. After that 
the new raise of 25 to 50 cents went 
into effect. 

“We buy a great many shoes at about 
$6 and retail around $10.00. The above 
gave us about 40 per cent mark-up, 
which is about as low as we can oper- 
ate. Now since April 1 these cost us 
$6.60, which almost forces us to $11.00 
or more for one mark-up.” 


Open in Modernized Store 


PROVIDENCE, R. I.—Morse Shoe Store 
has moved from 262 to 242 West- 
minster Street, to a completely new and 
modernized store. Since the official 
opening, sales have increased rapidly, 
and many new customers have been 
obtained. 

The new store has two all-glass en- 
trances. It has about one-third more 
floor space than the former location, 


and has in the neighborhood of 100 
seats which range all the way from in- 
dividual chairs to an S-shaped lounge- 
type arrangement having 14 seats. The 
wall behind this lounge seat is papered 
to resemble black variegated marble. 
Chairs are red with gold trim; settees 
are green with gold trim. Wood work 
is of rubbed oak. 

Shadow boxes are trimmed for the 
season and are attractively set off with 
yellow Flex-glass. An enlarged hosiery 
and handbag department is well mark- 
ed with a large green wall marker set 
off with green Flex-glass. 

The ceiling is light green, hung with 
set-in lighting. The rear wall is mir- 
rored, and low tilting mirrors are built 
in the length of several of the settee- 
type seats, so that customers may view 
their fittings easily. All stock is hid- 
den. -The store is of fireproof construc- 
tion, with an effective sprinkler system. 

Morris Brownstein is manager of the 
store. 
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e Honest Value in Every Pair 
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e Popular, Competitive Prices 
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Baynham Opens New 
Nashville Store 
[CONTINUED FROM PAGE 33] 


manager of the Louisville store. Born 
in Tullahoma, Tenn., Mr. Griswold 
gained some experience in the shoe busi- 
ness there before going to Danville, 
Ky., and then to Evansville, Ind., where 
he joined the Baynham organization. 
The new Baynham store is said to be 
one of the most attractive yet construct- 


ed in the South. The woodwork of the. 


interior finish and fixtures is of bleached 
oriental mahogany. The salesroom, dis- 
play cases, “shadow boxes,” and show 
windows are fluorescent lighted. Chairs 
are of maple in sand-colored frieze. 
Carpets are blue with small beige fig- 
ures. A rear alcove of the salesroom 
is octagon-shaped and leads to a beauti- 
fully appointed “powder and vanity 
room” for the ladies. On opening day 
the walls of this alcove sported pen- 
nants from Nashville’s leading feminine 
educational and co-ed institutions— 
Vanderbilt, Peabody, Belmont and Scar- 
ritt Colleges. 

Veteran local shoe men admit that 
the opening display windows at Bayn- 
ham’s were probably the most attrac- 
tive ever offered in a local shoe store, 
bar none. No expense was spared in 
dressing these windows. Materials— 
brocade, satin, etc., for the center sec- 
tion (shown in the picture) alone cost 
more than $250. The picture reveals 
much of its unusual attractiveness. 

Both Mr. Baynham and Mr. Price 
were present for the Nashville opening 
which ended with a banquet at the 
Hotel Hermitage with owners, store 
personnel, local press, owners of the 
building, bankers and others as the 
firm’s guests. 

Present to supervise the advertising 
and publicity for the opening was Mrs. 
Edith H. Gividen, advertising manager 
for the Louisville and Lexington stores. 

While here Mrs. Gividen auditioned 
several types of radio advertising pro- 
grams for the new store. A tryout will 
be given for a fifteen-minute, women’s 
news program over Station WLAC. 
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“Spot” announcements over two or more 
local stations will be used. Since Sta- 
tion WHAS, Louisville, has a large 
listening audience in the Nashville 
area, considerable mention of the Nash- 
ville store will be included in Baynham 
broadcasts from that station. 
Nashville already has several big 
war industries and training bases 
either completed or under construction 
and others in immediate prospect. This 
is resulting in a constant influx of new 
people, improving the volume of shoe 
business along with other commodities. 
It appears that Baynham’s has not only 
opened at a splendid location in the 


city’s shopping district, but has entered 
the local field at an opportune time. 





Earl Berkebile 


ANDERSON, IND.—Ear!] Berkebile, 67, 
veteran Anderson shoe dealer, is dead 
following a three year illness. He came 
here from Johnstown, Pa., following 
the great flood there. He worked first 
for the Prather Shoe store, later bought 
a half interest in the store, and then 
purchased and operated one of his own. 
He had been retired for about five 
years. He was a member of the Masonic 
order. 
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NEW YORK 
MAY 3kp to 71 


Once again exhibitors are invited to 
participate in the May Shoe Show at 
the Hotel McAlpin in New York. 


We urge you to make IMMEDIATE 
Present 


indications 


point to an unusually successful exhibit. 


The McAlpin's location is ideal for 
the shoe industry. Just across the street 
from the Marbridge Building. One block 
to Pennsylvania Station. Both the B.M.T. 
and 6th Avenue subways at our door. 


DAILY RATES 
Single from $3.30 
Double from $4.95 

Sample rooms 

from $5.50 





BROADWAY at 34th STREET, NEW YORK 


John J. Woelfle, Manager 
























HELP WANTED 


-SALESMEN WANTED 








Chemist Wanted 


Preferably experienced in 
shoe cements, finishes, etc. 
Write stating age, experi- 
ence, technical education, 
salary wanted. 


Address 489, care BOOT AND SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











S ALESMAN WANTED for Central and 

Southeast Ohio to carry a general line of 
Popular Priced Shoes for the entire family, con- 
sisting of Men’s, Boys’, Women’s, isses, and 
Children’s Shoes, for one of the largest whole- 
sale houses in the Middle West. Applicants must 
state age; furnish references and snapshot, and 
have a car and established following. None 
others need apply. THE CHARLES MEIS 
SHOE COMPANY, CINCINNATI. 





POSITION WANTED 


AVE OPERATED FINE STORE for ten 
years in Minnesota. Shut down of local in- 
dustry due to Defense restrictions of. materials 
put me in the market for job as Manager of 
store or department. Am available to anyone 





qualified shoeman. personality ; 





ANAGER FOR POPULAR PRICED fam- 

ily shoe store in vicinity of Washington, 
D. C. Must be draft exempt and. preferably in 
forties. Salary $50 weekly with bonus based on 
satisfactory operation. Address $499, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





TORE MANAGER—experienced Men’s high 

grade shoes; draft exempt; must live in 
southern Florida or be willing to go there. Ad- 
dress $497, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





Plastic Being Tried Out 
for Soles 


New YorK—Experiments are being 
made in the use of plastics for soles 
for men’s, women’s, boys’ and girls’ 
shoes, according to Walter Lee Mos- 
bacher of the Plastic Products Corpo- 
ration. Women’s shoes using these 
soles have an innersole of leather and 
an outer sole in two layers. The inner 
layer is a flexible split and the outer is 
of the, plastic. The plastic is laminated 
to the split. 

It is expected that the durability and 
non-porous character of the plastic will 
make it a valuable substitute for sole 
leather. The first shoes to be submit- 
ted to the public will be shoes for boys 
and girls and will be obtainable in a 
New York children’s shoe department. 
Practical experiments with these soles 
for children’s shoes have already been 





good shoe fitter; good style selector; good stock- 
keeper; good Orthopedic man. Can furnish ref- 
erences as to ability, character and financial 
integrity. Married; 40 years old. Do you need 
my services? Address $498, care Boot & Shoe 
Recorder, 100 E. 42nd Street, New York, N. Y. 
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HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 


CLARK NEAR JACKSON 
CHICAGO 











made. One very active girl living in 
New Hampshire wore a pair of these 
plastic-soled shoes constantly for two 
months before the soles wore through 
at any point, it is reported. 


Frank Cohn 


NORTHAMPTON, Mass.—Frank Cohn, 
65, veteran shoe dealer of 6 Union 
Street, died at the Dickinson Hospital, 
after a long illness: He camegta this 
country 45 years ago and conducted a 
shoe store on lower Main Street for 
more than 30 years. 

He leaves two sons, Israel and Abra- 
ham, both of this city; two daughters, 

















For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 








BUYERS OF 


MANUFACTURERS-—RETAILERS 
SURPLUS STOCKS . 


BARSH 
19 N. Fourth St. 


CEASAR 
Philadelphia, Pa. 
Phone Market 1606 











WE BUY 


IBVIN RUBIN 
“The House of Jobe”’ 
88 Reade St., Cor. Church 
Phone Barclay 7-7887. New York City 

















Mrs. Brown of Springfield and Miss 
Elizabeth Cohn of this city, and a 
brother, Herman A. Cohn, also of this 
city. 








CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication 
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Plan a Patriotic 
Window 


[CONTINUED FROM PAGE 22] 


staffs outside the store, and prom- 
inently displayed within the store. A 
town-full of dramatic, colorful, Free- 
dom Week windows will add much to 
your promotion program. If the dis- 
play is an “institutional” one featuring 
Freedom Week, without merchandise, 
the flag may be used. In future articles 
we will show how the flag should be 
displayed. In case of uncertainty, con- 
sult the U. S. Flag Association, Wash- 
ington, D. C., or New York. 

In several forthcoming issues we 
shall offer window plans, suggestions 
and promotion ideas for individual or 
cooperative use by stores participating 
in Freedom Week. We shall also offer 
prizes for the best Freedom Week dis- 
plays sent in by subscribers of Boor 
AND SHOE REcoRDER. Watch for these 
articles, and let us know what YOU 
think about 
FREEDOM WEEK—June 27 to July 4 
as a really big opportunity to bring 
home to the people of your community 
the fullest appreciation of all that our 
Flag symbolizes—and to awaken them 
to a greater and ever greater personal 
participation in the winning of this 
war. Let all the world know the 
FREEDOM that is ours! 


Increasing Interest on 
Women’s Serviceable Shoes 


DAVENPORT, Iowa—Noticeable in a 
Spring business running from 15 to 25 
per cent ahead of last year in the Tri- 
City area of Davenport and Rock Island 
and Moline, Ill., is an increasing de- 
mand for more practical and service- 
able types of women’s shoes. 

Some shoe men report that these 
types of footwear are already leading 
their sales, and wish that they had 
more of them on hand, while others be- 
lieve that the demand for walking 
styles will be even greater in the Fall, 
partly, of course, because of the ap- 
proach of cold weather, but also due to 
the increasing retirement of the family 
automobile from constant service. 

Jack Percy, manager of Petersen- 

Harned-Von Maur’s shoe departments, 
advances the idea that women are al- 
ready walking from three to five times 
as much as before tire rationing went 
into effect. Shoppers who formerly 
drove to town, walking only from the 
parking lot to the stores, now amble 
one to several blocks to catch the bus 
or street car and several more after 
they’ve reached the shopping area, he 
says. ; 
They must have shoes that will stand 
the gaff, be comfortable and at the 
same time do for informal social oc- 
casions, according to Mr. Percy. 

Ted Fisher, manager of Abraham’s 
shoe department, finds that the demand 
for these same styles are increasing, 
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Women's SIMPLEX 
Shoe Trees 











but believes that the Fall season will 
see it reach a new high. 

Shoe men are agreed that higher 
prices are proving no sales obstacle, at 
least in such middle-western centers as 
this where defense industries are going 
full blast. 


Miami Features Reptiles 


MraAMI, FLa.—A follow-up on earlier 
predictions as to what would be good 
items in the shoe resort business this 
season places all reptiles as being in 
high favor. Along Lincoln Road, Miami 
Beach, where a cross-section of Amer- 
ica’s best dressed women buy resort 
shoes in January to wear in northern 
spots next Summer, all dealers declare 
that reptiles have been tremendously 
popular. And these skins have been 
dyed to such colors as no self-respecting 
snake would ever recognize. . 

Burdine’s has featured both daytim 
and high heeled dress shoes in a variety 
of colors—pastel blue, beach beige, sun- 
shine yellow, ivory, navy, pink and red. 
These they promoted as “Snake charm- 
ers with the double attraction of beauty 
and lasting quality.” This line has been 
popular in the $12.95 bracket, with 
matching bags priced at $10.50. 

I. Miller has featured Tiger Snake- 
skin, a reptilian leather in all strong 
resort colors. These sandals have been 
popular for wear with the all-white cos- 
tume or to tone in with the fashionable 
pastels. 

Cowen’s promoted alligator and lizard 
in five color combinations — two-tone 
tans, red and white, green and white, 
grey’ afid white and gay multicolors. 
This was a $12.75 line. They also 
showed multi-colored Amazon lizard at 
$12.75 and a dressy open toe high heel 
pump in cream suede with multi-colored 
snake trim at $12.75. This shop ran 
some clever newspaper copy on these 
shoes under the caption “From savage 
jungles to Swank Miami comes snake- 
skin.” This is the firm that has copy- 
righted the advertising slogan “Five 
months ahead of the nation,” and the 
shoes they feature in both the Miami 
Beach and Miami shops always lead 
fashion notes. 

Rothman’s has devoted considerable 
space to Rhamgodies, playing up the 


deep tones of the shoes as similar to 
“the “appeafance of Javanese jewels on 
the foot. With Java so prominently in 
the war picture right now, this has 
been a successful tie-up. 

This season, more than for some years 
past, fashion dictates “Bags to Match.” 
Most of the Lincoln Road shoe salons 
have displayed exquisitely designed bags 
to match reptile shoes. These bags usu- 
ally are priced at a figure close to that 
asked for the shoe. The workmanship 
and design follow in close detail that 
of the shoe. 


Elevator Boys Announce 
Shoe Sale 


MEMPHIS, TENN.—An_ innovation 
adopted by George E. Mueller, women’s 
shoe buyer at the Lowenstein depart- 
ment store here, turns seven elevator 
boys of the store into extra shoe sales- 
people whenever a major sale is in 
progress. 

Staging frequent seasonal sales, Mr. 
Mueller has adopted the plan of floor 
announcements by elevator boys to 
steer more women into the department 
than ordinarily answer a newspaper 
ad. Thus, it is the responsibility of 
elevator pilots during the sale, when 
arriving at the floor where the shoe 
department is located, to announce 
“third floor—our Spring shoe sale now 
going on!” The result is that women 
browsing through the store, are often 
urged to visit the shoe department, and 
many of them see pairs which inter- 
est them enough to buy. The same 
theme, of course, has been worked out 
for other departments. 


Opens New Atlanta Branch 


ATLANTA, Ga.—The Dan Cohen Shoe 
Company has opened a second Atlanta 
shoe store at 851 Gordon St., in the 
West End Community Center section of 
the city. It will be under the manage- 


ment of C. L. Player. This is the 
fiftieth retail store to be opened by the 
Dan Cohen chain, and was opened on 
the eighteenth anniversary of the 
founding of the company. The first At- 
lanta store, on the Peachtree-Whitehall 
viaduct, was opened two and a half 
years ago. 
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Dates to Remember 


NATIONAL FOOT HEALTH 
WEEK. April 20-25, 1942 


Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 
May 3, 4, 5, 1942 


Monthly Shoe Buyers’ Days, Mich- 
igan Shoe Travelers’ Association, 
Hotel Statler, Detroit, Mich. 

May 4, 5, 1942 


Introduction of Fall Footwear Fash- 

St. Louis Shoe Manufac- 

turers Association, New York 
May 4, 5, 6, 7, 1942 


Volume Shoe Manufacturers’ Fall 
Opening, Hotel New Yorker, New 
York. May 3, 4, 5, 6, 1942 


Annual Dinner, Boot and Shoe 
Travelers’ Association of New 
York, Hotel Pennsylvania, N. Y. 

May 5, 1942 


Central States Shoe Fair, Hotel 
Morrison, Chicago, Ill. 
May 17, 18, 19, 20, 1942 


Annual Shoe Show, Iowa National 
Shoe Travelers’ Association, Hotel 
Chamberlain, Des Moines, Ia. 

May 17, 18, 19, 1942 


Southwest Fall Style Shoe Show, 
Adolphus Hotel, Dallas, Texas. 


May 17, 18, 19, 20, 1942 


Convention, California Shoe Retail- 
ers’ Association, Hotel St. Francis, 
San Francisco, Cal. 
May 24, 25, 26, 27, 1942 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association, 
Portland, Ore. 

May 30, 31, June 1, 2, 1942 


Boston Shoe Fair, Hotel Statler 
‘and Parker House, Boston, Mass. 
June 1, 2, 3, 4, 1942 


Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 

June 14, 15, 16, 1942 


Golf Tournament Central Pennsyl- 
vania Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 


Shoe 
Statler, 
July 6, 7, 8, 1942 





Chicago Travelers in 
New Headquarters 


CuHicaGo, ILL.—The Shoe Travelers’ 
Association of Chicago is now in new 
headquarters, having moved from 
Parlor 4 to Parlor 8 in the Hotel Mor- 
rison. The new quarters provide a 
suite of three large offices, including a 
special room which has been set aside 
for lounging, writing, and listening to 
the radios. The new parlors will also 
be headquarters for the Central States 
Shoe Fair. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


AMALGAMATED LEATHER COMPANIES, INC., Wilmington, Del. 


AMERICAN FELT COMPANY, Glenville, Conn. 
ARNOFF SHOE CO., INC., New York City 
BARIS SHOE COMPANY, New York City 
BARSH & CEASAR, Philadelphia, Pa. 

CAMITTA SHOE COMPANY, Philadelphia, Pa. 
CONNEL, J. M., SHOE CO., Braintree, Mass. 
COON, W. B., CO., Rochester, N. Y. . 
CRADDOCK-TERRY CORP., Lynchburg, Va. 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. 
EVANS, JOHN R.; & CO., Camden, N. J. 
GALLUN, A. F;, & SONS, CORP., Milwaukee, Wis. 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. . 
GODMAN, H. C., COMPANY, Columbus, O. 
GOODWILL SHOE CC., Holliston, Mass. 
GREEN, DANIEL, COMPANY, Dolgeville, N. Y. 
HEALTH SPOT SHOE SHOPS, INC., Danville, lil. 
HEYWOOD BOOT & SHOE CO., Worcester, Mass. 
HOTEL ATLANTIC, Chicago, Ill. ...... 

HOTEL McALPIN, New York City..... 

1. T. $. CO., THE, Elyria, O. ... 

LEVOR, G., & CO., INC., New York City 
LIBBEY, W. S., CO., Lewisten, Me. . 

LONG, W. H., COMPANY, Chicago, Ill. 


KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. . 
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KIRSCH-BLACHER, CO., INC., New York City .................. 


MANFIELD & SONS, Philadelphia, Po. ... 
REPUBLIC BUILDING, Chicago, Ill. 
RICE-O'NEILL SHOE CO., St. Louis, Mo. ....... 
ROBERTS-HART, INC., Keene, N. H. 

RUBIN, IRVIN, New York City 

SHOE KRAFT PRODUCTS, Chicago, Il. 

SHOE FORM CO., INC., Syracuse, N. Y. 
SUPERIOR SHOE CO., Chicago, Ili. 

TAYLOR, E. E., CORP., Boston, Mass... 


UNITED LAST COMPANY, Boston, Mass. ............... 
UNITED SHOE MACHINERY CORP., Boston, Mass. ...... 
WEIL, M. K., SHOE CO., St. Louis, Mo, ................ 
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For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 


To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 








To Retailers: 





Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 


For complete information please consult 


LOUIS HALLER 
GORDON STRONG AND COMPANY 


209 S. State Street Harrison 8191 
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The seeds of successful Repeat Business, on which all shoe selling 
progress is made, are sown every time you sell a pair of shoes. 
Will their enthusiasm for your shoes’ keenness, swell materials, 
and good feel, last through the months of wear and tear ahead? 
Will your fitting and the workmanship of your shoes stand the 
analytical eye of the Pop, who pays the bills? The answer is a 
very profitable “Yes” for Gerberich-Payne dealers, whose Repeat 
Business is the best proof of customer satisfaction with GERBERICHS, 
STRIDE RITE, JUNIOR ARCH PRESERVER and OFFICIAL BOY SCOUT SHOES. 
When Young America Looks To Its Feet, Sell Them Gerberich- 
Payne Shoes. 





